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Here Is Text Of 
Report Favoring 
Present System 


Some comments are in order on the 
general arguments which have been 
presented to this subcommittee in the 
course of ... (its) hearings and ex- 
ecutive sessions referred to: 

1. It has been suggested that aban- 
donment of the “prior approval” ap- 
proach to rate regulation in favor of 
“nost-effective-date review” of rate 
filings would dissipate the administra- 
tive problems of insurance depart- 
ments, insofar as these may be due to 
a shortage of trained personnel. This 
argument is not at all persuasive. 
Nothing has been presented to this 
subcommittee to show, nor has the 

(CONTINUED ON PAGE 31) 


McHugh Sounds Alarm 
On Rating Conspiracy 


A charge of conspiracy in rate mak- 
ing and restraint of trade in the fire 
and casualty business was made by 
Donald P. McHugh, counsel of the sen- 
ate anti-trust subcommittee, in a talk 
at the annual meeting of National Assn. 
of Attorneys General in New York. 
He fixed the blame for the situation 
on failure of states to enforce anti- 
trust regulations. 





Tells Of Investigation 


Mr. McHugh warned that federal 
control is inevitable if states do not 
enforce their monopoly statutes in in- 
surance. He said that the subcommit- 
tee’s investigation indicated that many 
departments were unaware of “the 
unhealthy practices” and did not have 
staffs qualified to deal with them. 

John J. O’Connell, attorney general 
of Washington and chairman of the 
association’s committee on insurance 
law, maintained that state regulation 
has capably discharged its responsi- 
bilities. He concluded that there have 
recently been “unsavory” develop- 
ments in the business. These are a 
warning, he declared, that public of- 
ficials must not assume that state reg- 
ulation cannot be improved or that 
cooperation among states, the federal 
government and the business is un- 
necessary to protect the public fully. 

Connecticut insurers have ratifed 
the subscription agreement of Asso- 
ciated Connecticut Health Insurance 
Companies to put into effect the pro- 
gram of major medical coverage for 
residents of the state aged 65 and over. 
Participating are 10 Connecticut based 
companies. j 


National Board has appointed T. B. 
Kelley, U. S. manager of Commercial 
Union-North British, chairman of the 
committee on accounting and A. T. 
Chisholm, U. S. manager of Pearl, 
| chairman of the committee on statistics 
and origin of losses. Other chairmen 
were reappointed. 
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No Prior Approval Is 
Voted Down By NAIC 


Industry Surprised 
Commissioners Wouldn‘t 
Wait Six Months 


By JOHN BURRIDGE 


The question of prior approval or no 
prior approval of rate filings, the most 
hotly debated issue in the insurance 
business in the past six months, was 
decided in favor of prior approval by 
National Assn. of Insurance Commis- 
sioners at its annual meeting last 
week in Philadelphia. This was a sig- 
nificant action, but it astounded a 
good many of the industry representa- 
tives on hand. The surprise lay not in 
the fact that the commissioners voted 
for the status quo so much as that 
they were willing on relatively short 
notice to come to grips with the issue 
and make a decision in the face of 
forceful pleas from company represen- 
tatives that there be a stay of six 
months during which final arguments 
could be presented. 

When the Gerber subcommittee met 
at Philadelphia, after holding three 
executive sessions prior to its open 
meeting, the only subjects discussed 
were the proposed changes in the ag- 
grieved party and deviation sections 
of the fire and casualty rating laws. A 
report of the debate on these issues 
was carried last week. 

These suggested amendments ap- 

(CONTINUED ON PAGE 36) 


Fre And Wind Still 
Pounding Insurers 


Not all the companies have added 
up their May figures. However, it looks 
like May will be better than April but 
worse than May a year ago for fire and 
extended coverage. 

‘The first two months, because snow 
and ice over much of the country pre- 
vented fire departments from getting 
promptly to the scene of the fire, were 
very bad for fire. Then wind and hail 
storms set in with unusual ferocity. 

Up to June 15 last year National 
Board had put a catastrophe number 
on only four wind and hail storms of 
$1 million and more. This is a weather 
year and no one can predict the out- 
come. But it will take several good 
months to wipe out the deficit created 
by the storms so far. 

Underwriters have grown accustom- 
ed to the fluctuations produced by 
storms, even though they haven’t 
learned to like them. However they 
are more concerned with fire losses. 
The first three months were bad. April 
showed some improvement but still 
was bad. 

Fire losses still are running heavier 
than a year ago. One large company 
has a fire loss ratio four points higher 
than a year ago, through May. An- 
other large group reports a fire (not 

(CONTINUED ON PAGE 40) 





Hope To Solve Low 
Value Dwelling 
Insurance Problem 


A revival in the market for fire and 
EC insurance on low valued dwellings 
is hoped for with the introduction in 
Tennessee of Western Actuarial Bur- 
eau’s new plan for writing this class by 
use of a “loss constant.” A nearly simi- 
lar plan was introduced a few weeks 
ago in Mississippi. 

The small amount of premium in- 
volved in this class has made it un- 
profitable for both agents and compa- 
nies. In fact the companies have pretty 
well shut down on such business in 
some states. This has produced com- 
plaints to insurance departments. What 
WAB is attempting to do is rate these 
risks realistically, especially those car- 
rying less than $5,000 of coverage. 

As a rough example, suppose the fire 
rate is 20 cents. For $1,000 on the 
dwelling, insured pays only $2. When 
EC is added and the policy is taken 
out for three years at 2.7 times annual, 
the $10 minimum premium requirement 
is met, but the insurance company gets 
only peanuts. The advent of homeown- 
ers policies caused a shift to that cov- 
erage of the better risks, and low value 
business was left exposed to full view, 
and what the underwriters saw they 
didn’t like. In a short while agents 
found they just couldn’t put these risks 
in their old channels. 

In its studies of this problem, WAB 
discovered, among other things, that 
the average loss on policies carrying 0 
to $2,500 insurance was in the vicinity 
of $600, and it was the same for risks 
carrying $2,500 to $5,000 and in each 
bracket upward. In other words, the 
amount of insurance carried was not 
proportionate with the amount of loss. 
So WAB introduced what it calls a 
“loss constant.” This imposes a flat 
charge on each risk. At the same time 
the rate is reduced. The effect is to 
raise the premium for lower valued 
risks while giving a break to those in- 
suring in amounts more in line with 
property value. 

If a 20 cent rate is reduced to 6 
cents but a $7 loss constant is 

(CONTINUED ON PAGE 40) 


NAIC Winds Up 
Annual In A 
Bustle Of Reports 


Gerber Goes In Line, 
Parker Of Virginia 
Becomes President 


National Assn. of Insurance Commis- 
sioners, after sitting on its hands for 
two days at Philadelphia last week, 
took decisive action the third day by 
giving almost unqualified endorse- 
ment to the prior approval method of 
rate regulation. This was one of the 
most important decisions NAIC has 
made in some time, and it was ac- 
complished only about six hours after 
the report of the Gerber subcommit- 
tee favoring such a stand was re- 
leased. 


Hayes Vice-President 


Joseph S. Gerber of Illinois, who 
headed the subcommittee that for 18 
months has been studying rate regula- 
tion, was, as expected, elected chair- 
man of the NAIC executive commit- 
tee, thus going into line for the presi- 
dency two years hence. Rufus D. 
Hayes of Louisiana advanced from 
executive committee chairman to 
vice-president, and T. Nelson Parker 
of Virginia was elected to the presi- 
dency, succeeding Sam N. Beery of 
Colorado. Frequently there is a con- 
test for election to the executive com- 
mittee chairmanship, but Mr. Gerber 
this year had the arena all to himself. 

The new secretary-treasurer is 
Harvey G. Combs of Arkansas. He 
replaces Alfred Premo of Connecticut, 
who served two terms. 

Aside from the prior approval mat- 
ter, NAIC did little of significance in 
the fire-casualty field at the Philadel- 
phia meeting. Most of the agenda is 
being carried along to the winter 
meeting at Dallas. One thing was 
accomplished that will effect all com- 
panies—the inclusion of an interroga- 
tory in the annual statement blank on 
conflict of interest. This was reported 

(CONTINUED ON PAGE 38) 





Cc. Lawrence 
Leggett, Missouri 
sup erin te n- 
dent, chats with 
T. Nelson Parker, 
Virginia commis- 
sioner and presi- 
dent of NAIC, and 
Joseph S. Gerber, 
Illinois director 
and chairman of 
the NAIC execu- 
tive committee. 

The picture was 
taken at the com- 
missioner’s annual 
meeting in Phila- 
delphia last week 
by Harry Fuller of 
the National Bu- 
reau. Other photos 
on pages 8 and 9. 
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Underwriting Inferior Risks 
Poses Problems And Opportunities 


The search for underwriting methods 
that will prove successful in the insur- 
ing of substandard risks was discussed 
by Edgar E. Isaacs, executive vice-pres- 
ident of Continental Casualty, in his 
talk at the American Institute forum in 
Philadelphia. The forum was part of 
the celebration of the opening of the 
institute’s new home at Bryn Mawr, Pa. 

Mr. Isaacs emphasized the necessity 
of proper risk classification and rate. 
He reviewed the areas in which the 





Program Ready For 
Ga. Agents’ Annual 


The program has been completed 
for the annual convention of Georgia 





William N. Day 


James W. Anderson 


Assn. of Independent Insurance 
Agents at the Hotel General Ogle- 
thorpe, Savannah, June 22-23. Theme 
of the meeting is “Professionalism— 
the Big Difference.” 

James W. Anderson of Decatur, pres- 
ident, will open the meeting with the 
administration report. A panel will dis- 
cuss agency management and answer 
questions from the floor. Participants 
are agents—F.A. Brown of Rome, Ad- 
rian Cohen Sr. of Atlanta, John Cow- 
den of Brunswick, John H. Davis of 
Gainesville, Thomas Fesperman of 
Waycross, J. Lamar Johnson of Ma- 
con, and Gus T. Naumann and John K. 
Snellings of Atlanta. Gerry R. Holden 
Jr. of Atlanta is moderator. 

William E. Booth, vice-president of 
Cherokee, will speak at the luncheon 
June 22. 


Second Panel 


A second question-and-answer panel 
will be held in the afternoon on topics 
of general interest to the business. Mr. 
Naumann, a vice-president of the as- 
sociation will preside. Participants are 
William Ellis, vice-president of Aetna 
Casualty; Thomas E. Walton Jr., vice- 


president North America; Roy S. 
Thompson Jr., president American 
Southern; John E. Bailey, agency 


supervisor of Georgia International 
Life; Langdon C. Quin Jr., president 
of Hurt & Quin general agency, At- 
lanta; A.B. Robertson, executive vice- 
president of Crawford & Co., adjust- 
ers, Atlanta; Emanuel Levy, editor of 
Insurance Advocate; Robert C. Dauer, 
assistant editor of the Fire, Casualty & 
Surety Bulletins, Cincinnati; and Rob- 
ert S. Smith, president of the Rapid 
Rater Co., Hollywood, Fla. Joseph 
Hatch of Savannah will moderate the 
panel. 

Friday’s session will open with a 
discussion of federal regulation of in- 
surance by Morton V. V. White, Al- 
lentown, Pa., chairman of NAIA’s fed- 
eral affairs committee. Rep. Alpha 
Fowler of the Georgia legislature, will 

(CONTINUED ON PAGE 29) 


business still is trying to meet the 
demand for coverage—flood damage, 
fire in blighted areas, wind in coastal 
sections, and substandard auto risks. 

Automobile presents special pro- 
blems, he indicated. Efforts are being 
made by some insurers to write the 
substandard risk, and Mr. Isaacs is 
hopeful that these efforts will prevail. 
They may prove, he said, that hyper- 
selectivity is self-defeating—that in- 
surers writing substandard risks at a 
surcharge may have a better chance 
of making a profit than insurers spe- 
cializing in risks that earn discounts. 
Medical payments, he said, should be 
applicable to everyone injured in an 
accident, not just to occupants of in- 
sured’s vehicle. 


Life Business Succeeded 


The life insurance business, he noted 
long ago found the way successfully 
to write substandard risks. 

In introducing his talk, Mr. Isaacs 
quoted recent remarks by Hubert W. 
Yount of Liberty Mutual, president 
of American Institute, and chairman 
of the forum program: 

“The function of the insurance bus- 
iness is to afford protection to those 
who need it. From an economic stand- 
point, this will have to be done ul- 
timately either through public or pri- 
vate enterprise. Therefore, the under- 
writing executive recognizes the chal- 
lenge of borderline business to the 
private enterprise system. Perhaps the 


time has come when underwriting ex- 
ecutives collectively should re-examine 
the whole question of undesirable 
risks.” 

Where adequate premium levels pre- 
vail, there are very, very few unde- 
sirable or unacceptable insurance risks, 
Mr. Isaacs observed. Those that do 
exist are apt to involve a degree of 
moral hazard or a noncooperative at- 
titude on the part of the insurance 
applicant towards accident prevention 
or proper physical maintenance of his 
property. 


May Be Only Under-Rated 


If these two fundamentals of pro- 
per grouping of risks and adequacy of 
rates are conceded, it becomes clear 
that many insurance risks are regarded 
by underwriters as being unattractive 
purely because of rate imbalance, or 
of faulty or erroneous classification. 
This situation is, of course, most apt 
to arise in the class-rated personal 
lines of individual automobile, habit- 
ational, or personal A&S coverage 
where either the entire class is under- 
rated, or there exists within the group- 
ing a sizable number of extra hazard- 
ous exposures. 

The best possible illustration of this 
principle probably is foumd in the 
failure of the cooperative effort be- 
tween government and private insur- 
ance interests during President Eisen- 
hower’s administration to develop a 

(CONTINUED ON PAGE 24) 
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[AHU Concerned But 
Not Downcast Over 
Federal A&S Threat 


Optimistic About Fending 
Off Administration Plan 
Of OASDI Care For Aged 


By WILLIAM B. BORGEL 
Editor Accident & Sickness Review 


NEW YORK—Concern over the ad- 
ministration’s effort to add medical 
care for the aged to social security was 
evident at the annual convention of 
International Assn. of Health Under- 
writers here but it was outweighed by 
a conviction that the fight can be won 


by vigorous and determined opposition. | 
Theme of the convention was “meet- | 
ing the challenges of the decade | 





OFFICERS ELECTED 


Chairman—F. Kenneth Stoakes, Loyal 
Protective Life, Los Angeles. 


President—Paul M. Klein, Mid-Ameri- | 


can, Kansas City. 


President-elect—John J. Symanitz, In- 
ter-State Assurance, Minneapolis. 


Vice-Presidents—Milton L. Rose, Paul 
Revere Life, Los Angeles, and John M. 
Forrest, Mutual of Omaha, Akron, O. 


Controller—Jay DeYoung of the agen- 
cy bearing his name, Oak Park, II1. (re- 
elected). 





ahead,” and the first two speakers, 
Keynoter V. J. Skutt, chairman and 
president of Mutual of Omaha, and 
Louis C. Morrell, executive vice- 
president of Continental Casualty, not 
only described the challenges but sug- 
gested the vistas of opportunity opened 
up by these challenges. 

Mr. Morrell, addressing the first ses- 
sion, which was a_ get-acquainted 
breakfast sponsored by his company, 
reviewed the accomplishments of the 

(CONTINUED ON PAGE 35) 


Cooper Relinquishes 
NAMIC Post, Stapel 
Appointed Secretary 


Harry P. Cooper Jr., secretary of 
National Assn. of Mutual Insurance 
Companies for the 
past 15 years, is 
relinquishing that 
post, and he will 
be succeeded by 
John C. Stapel. 

Mr. Cooper be- 
came secretary in 
1947, succeeding 
his father, who 
held that position 
33 years. The re- 
tiring secretary re- 
cently was named 
president of Town H. P. Cooper Jr. 
& Country Mutual and secretary of 
Indiana Farmers Mutual. He is also a 
member of the law firm of Bredell, 
Cooper & Martin of Indianapolis. 

Mr. Stapel, who is secretary of Mis- 
souri Assn. of Farm Mutual Insurance 
Companies, has been in mutual in- 
surance for almost 46 years. He is 
head of Farmers Mutual Hail and 
Farmers Mutual Windstorm and sec- 
retary of Home Mutual, all of Colum- 
bia, Mo. He was president of NAMIC 
in 1955. 
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WE HOPE YOU’LL MAKE OUR CORNER YOUR CORNER 


. . . ALL DURING THE GEORGIA AGENTS CONVENTION AT THE OGLETHORPE. THE CANAL CREW WILL BE 
ON HAND IN THE ROSE ROOM WITH A CORDIAL INVITATION TO MAKE THE CANAL CORNER YOUR 


HOSPITALITY HEADQUARTERS. 
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il, FIELD MEN MEET 


Thinks Field Ranks 
To Remain Fount Of 
Insurer Leadership 


“In the past some 85% of top insur- 
ance company executives have come 
from the ranks of the field men, and I 
believe future insurance leaders will 
come up through the same channel,” 
William B. Miller, vice-president of 
American, said at the annual public 
relations conference for field club rep- 
resentatives at San Mateo, Cal. The 
conference is sponsored each year by 
Insurance Information Insititute. 

Mr. Miller said that experience as a 
company representative in the field 
provides the ideal type of training for 
broader leadership responsibilities. 
“Apart from the financial and general 
accounting knowledge that is vital to a 
top insurance company executive,” he 
said, “the field is the first place where 
our men are involved in the over-all 
activities of the company, rather than 
devoting themselves to narrower spe- 
cialty jobs.” 

Leighton Bledsoe, attorney who 
represents many insurance companies, 
spoke on “How Is Your Public Rela- 
tions In The Courthouse?” He ex- 
plained some of the thinking he en- 
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counters on the subject of insurance 
companies and confirmed that the in- 
surance company and the corporation 
do not receive as sympathetic treat- 
ment by juries as do individual de- 
fendants. 

Mr. Bledsoe encouraged the III and 
field men to continue their educational 
campaigns on the effect of high jury 
awards on insurance rates, fraudulent 
claim activities and other factors that 
influence rates. “More publicity for 
defense verdicts might also be very 
helpful,” he said. 


Gives Explanation 


A detailed explanation on why 
stock-agency companies’ generally 
now favor no prior approval rate regu- 
lation was presented by Clyde M. 
Marshall, Aetna Fire vice-president. 

III Vice-president Paul B. Cullen, 
who is manager of information and 
education Aetna Casualty, reminded 
the field men that they are the key to 
production for stock agency companies 
and that “production always has and 
always will be a paramount function 
of any company.” 

Other speakers on the program were 
John Walker, assistant manager at Se- 
attle of U.S.F.&G.; J. Carroll Bateman, 
general manager of III; Myles W. 
Smith, Pacific Coast director of III; 
Bert Stewart, general manager of Na- 
tional Automobile Club; Robert New- 
ell, Union Oil Co.; Ronald Remington, 

(CONTINUED ON PAGE 32) 
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e SALARY CONTINUANCE 
Group “loss of income,” for trade 
and professional associations, as 
well as employer-employee groups. 


e TEAM TRAVEL COVERAGE 
High limits — including air travel. 
$2,000,000 or 
crash catastrophe limits. 


more  single-air- 


© TOTAL DISABILITY 
. .. from any cause, for individual 
professional men. 


e PLUS—ALL OTHER GROUP A&H 


We will design a merchandising plan for you—at no charge—that 
will close the sale. Our expert knowledge of merchandising un- 


usual A&H coverages will go t 


effectively. Find out—now—about this profitable, easy-to-handle 


field. Write for details. 


EWHOUSE 


AW LEY, 


175 W. Jackson Blvd. * Chicago 4, Ill. 
HArrison 7-7890 * Teletype CG 1026 


AND 


123 Williams St. * New York 36, N. Y. 
BArclay 7-1366 * Teletype NY 1-2823 


at con YOU find markets for 
unusual A&H covers like these? 
proN 


© PHYSICAL IMPAIRMENT 
Loss of hands, for individual profes- 
sional men, musicians, and others. 

e GO-CART PARTICIPANTS A&H 
For associations and tracks. Also, 
spectator liability. 

o SALES AND EXHIBITORS CON- 
VENTIONS, sponsored by com- 
panies. Travel to and from, and 
“24-hour while at,” including air 
travel. $2,000,000 or more single- 
air-crash catastrophe limits. 


MERCHANDISING ASSISTANCE 


o work for you ... promptly, 


INCORPORATED 


Rhodes-Haverty Bldg. 
Atlanta 3, Ga. * JAckson 4-3856 


3130 N. Meridian St. 
Indianapolis 8, Ind. * WAlnut 4-5391 





U. S. F. & G. Promotes 
Krier At Milwaukee 


Urban M. Krier has been promoted 
from assistant manager to manager 
at the Milwaukee 
office of U.S.F.&G. 
He succeeds Ro- 
bert F. Phillips, 
who is retiring 
after 37 years with 
the company. 

Mr. Krier start- 
ed with U.S.F.&G. 
in 1929 and was 
adjuster and spe- 
cial agent until 
1945 when he 
joined Wisconsin 
Assn. of Insurance 
Agents as executive secretary. He re- 
joined U.S.F.&G. in 1953 as assistant 
manager in Milwaukee. 


Urban M. Krier 


Empire Mutual In New Home 
Office In Philadelphia 


Empire Mutual of Philadelphia has 
moved into a new home office there. 
The five story building at 1604 Walnut 
Street was purchased by the company 
and remodeled for occupancy. It is in 
the heart of Philadelphia’s business 
district. 

Empire Mutual writes primary cov- 
erages in Pennsylvania on all lines 
and writes surplus lines in other states. 
S. L. Rosenfield is president. 

New directors of Marshall & Stev- 
ens, appraisal firm, are Thomas C. 
Deane, former vice-president of Bank 
of America; Fred F. McLain, former 
comptroller of Occidental College; and 
A. C. Rubel, who was president of 
Union Oil Company. 


EMM 
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OUR MARKETS? 
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examined and screened. 


TTT Tan 





BOX 435 ° 
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- OUR PURPOSE IN BUSINESS? 


= Only one. The placement of insurance for persons or firms 
to whom or to which the needed coverage is not otherwise 
available. Their requirements usually are unique, distressed 


OUR SOURCES OF BUSINESS? 


Only one. Agents. We do no business direct. We are not in 
the general insurance business. 


Lloyd’s and other surplus and excess insurors, carefully 


WHAT CAN WE WRITE? 


Just about anything in any class. 


WHAT CAN’T WE WRITE? 


Workmen's Compensation (not including excess Employers’ 
Liability), primary automobile liability (we can do excess of 
10/20 or 15/30) and bonds of a financial guarantee nature. 


Experienced Staff-Strong Lloyd's Connections 
Daily Contact With London 


ATLAS UNDERWRITERS, LTD. 


GUY E. BISSETTE, PRESIDENT 
1015 EAST MAIN STREET ° 


Phone MI 4-0121 + Cable Address: Atlund * Teletype RH 132 
EXCESS AND SURPLUS LINES 
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Premium Taxes Rise 
In R.I. And Conn. 


The Rhode Island legislature passed 
a measure increasing the premium tax 
on insurers from 2 to 3%. All areas 
of the insurance business were repre- 
sented at the senate hearing which 
preceded enactment of the measure, 
The big burden on the state’s 16 com- 
panies will come from a rise in taxes 
in states which have retaliatory laws, 

In Connecticut the legislature in- 
creased the premium tax on fire and 
casualty insurers from 2 to 2.75% and 
on life companies from 1.75 to 2.5%. 
However, these tax increases are ap- 
plicable only to domestic companies, 
This was done to avoid retaliation by 
states with such laws. 

The Rhode Island increase will pose 
a serious problem for companies domi- 
ciled there but with much of their 
premium income from other states. 


N. Y. Club’s Tourney 


Insurance Square Club of New York 
held its annual dinner and golf tourna- 
ment at Garden City. The president’s 
cup was won by Robert J. Hart of 
Zurich, who is president of the club. 
This represents the club champion- 
ship. The low net competition was won 
by Clarence H. Fuss, New York City 
agent. 

Alfred E. Abrahamsen of Crum & 
Forster was general chairman for the 
affair. 


A bill has been introduced in the 
U.S. Senate to clarify the authority of 
the Secretary of Agriculture to require 
reasonable bonds from packers in con- 
nection with their livestock purchasing 
operations. 
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Neal Is A&éH Man Of The Year: 
Nine Veterans Get Special Awards 


Robert R. Neal, general manager 
Health Insurance Assn., received the 
1961 Harold R. Gordon memorial award 
at the concluding banquet of the In- 
ternational Assn. of Health Underwrit- 
ers annual meeting in New York this 
week. 

He is the 15th individual to be 
named “Health Insurance Man of the 
Year.” The award is for service to the 
industry during the past year and/or 
for sustained and meritorious service 
over a period of time. It is sponsored 
by Chicago A&H Assn. and presented 
by IAHU. 


Appointed Counsel In 1955 


Mr. Neal was vice-president and 
counsel of North American Accident 
(now North American Co. for Life, 
Accident & Health) when he was 
elected president of the old Health & 
Accident Underwriters Conference in 
1952. He was appointed resident coun- 
sel at Washington for the conference 
and for Bureau of Accident & Health 
Underwriters in 1955. These two or- 
ganizations went out of existence in 
1956 and in their place Health Insur- 
ance Assn. was formed. Mr. Neal was 
named to the top executive staff posi- 
tion and continued to represent the in- 
dustry from his Washington office. 

The award is named for the late 
Harold Gordon, a pioneer in the health 
insurance trade association movement 
who served as managing director of the 
H&A Underwriters Conference. 

Earlier recipients of the award are 
Edward H. O’Connor, Insurance Eco- 
nomics Society; V. J. Skutt, Mutual of 
Omaha; William E. Lebby, Los An- 
geles general agent; the late Bert A. 
Hedges, Wichita general agent; the late 
John Galloway, Birmingham general 
agent; E. H. Mueller, Milwaukee gen- 
eral agent; E. J. Faulkner, Woodmen 
Accident & Life; James E. Powell, 
Provident Life & Accident; Leonard A. 
McKinnon, Flint general agent; Carl A. 
Ernst, North American Life & Casual- 
ty; Travis T. Wallace, Great American 
Reserve; William B. Cornett, Pruden- 
tial; and S. L. Horman, Time of Mil- 
waukee. 

The award was presented by Albert 
H. Wohlers, Gore-Youngberg-Carlson 
Co., Chicago, chairman of the award 
committee. 


Special Recognition Given 


Nine distinguished veterans of the 
A&S business were given special rec- 
ognition in the form of honorary 
awards for long standing service to the 
industry. Those honored were Wallace 
L. Clapp, vice-president-associate edi- 
tor the Eastern Underwriter maga- 
zine; Emerson Davis, Dallas general 
agent of Inter-Ocean; H. O. Fishback 
Jr., vice-president Northern Life; Gil- 
bert H. Knight, Cleveland general 
agent of Federal Life & Casualty; 
Dwight Mead, former Seattle general 
agent of Pacific Mutual Life; Frank H. 
Nutter, Charleston, W. Va., general 
agent of Kentucky Central L. & A,; 
C. O. Pauley, former managing director 
Health & Accident Underwriters Con- 
ference; Frank A. Post, associate editor 
of Employee Benefit Plan Review mag- 
azine; and Armand Sommer, Conti- 
nental Casualty. 

The presentation was one of the 
highlights of the IAHU convention. Mr. 
Wohlers, who presented the awards, 
said the combined experience and serv- 
ice of the group amounted to over 300 
years. 

Mr. Clapp joined the Eastern Under- 


bringing editorial focus to the forma- 
tion of IAHU in 1930. He has personal- 
ly reported each convention since that 
time and last year wrote the 30th an- 
niversary history of the organization. 

Mr. Davis entered insurance in 1919 
as a solicitor. He has been general 
agent, regional manager, and home of- 
fice agency director. He is Texas state 
agent for Inter-Ocean and general 
agent for Combined. 


Mr. Fishback started his career as 
an agent with Pacific Mutual in 1913. 
In 1919 he was made chief examiner 
writer in 1924. He was important in 
for the Washington insurance depart- 
ment. His later career saw him as vice- 
president and actuary of United Pacific 
Life. In 1932 he was made assistant 
vice-president of Northern Life where 
he is now a senior vice-president. 

Mr. Knight entered the insurance 
business at London, Ontario, in 1907. 
He helped form the first local A&H as- 
sociation in Cleveland in 1913. He 
served on the IAHU board and as its 


president in 1947-48. 

Mr. Mead, who has just celebrated 
his 80th birthday, entered the life in- 
surance business in 1905. He was ac- 
tive in life insurance trade association 
circles and served as president of many 
local organizations. He headed the Pa- 
cific Mutual’s agency in Seattle where 
he became interested in health in- 
surance. In 1928 he helped form the 
Seattle A&H managers club and be- 
came its first president. He was active 
in the early development of the 
IAHU, in 1932 was elected vice- 

(CONTINUED ON PAGE 12) 





Do you 

have the 
right policies 
for your 
prospects ? 











The Central producer does. His portfolio of protec- 
tion includes a full range of separate coverages, 
including modern “package” plans and special 
risks. Whether his prospects want to insure a 


house, car, business. . .or a pet poodle’s diamond- 
studded collar, he has the perfect policy. And 
Central’s regular dividend to policyholders makes 


the selling so much easier. 


If you want to offer mutual insurance without 


limiting your market . 


.. it’s time to sell Central. 


Time 
to sell 


CENTRAL 


MUTUAL INSURANCE COMPANY «Van Wert, Ohio 





A Tomorrow Minded, Multiple Line Company 


Branch Offices in: Atlanta « Boston « Dallas « Denver * Los Angeles * Montreal * New York # San Franciseo » Toronto: 
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The Local Agent Is Termed A 
‘Sleeping Giant’ By Stringfellow 


The local agent, called everything 
from the potential saviour of the 
agency system to 
an ineffectual tro- 
glodyte, has been 
termed a sleeping 
giant by William 
A. Stringfellow, 
general manager 
National Assn. of 
Mutual Insurance 
Agents. 

Speaking at 
American Mutual 
Insurance Alli- 
ance’s Chicago 
convention on a 
panel entitled 
“The Market Concept in Property- 
Casualty Business,” and comprised also 
of James P. Jacobs, president Hard- 
ware Mutual of Stevens Point, and 
N. C. Flanagin, president Lumber- 
mens Mutual Casualty, Mr. Stringfel- 
low said the local agent, once awak- 





W. A. Stringfellow 


ened, will do whatever is necessary 
to maintain his position within the 
business. 

Fifteen or 20 years ago it was pre- 
dicted that the local agent was through 
as far as commercial and industrial 
lines were concerned. All he had left, 
all he could handle, was the personal 
business. It wasn’t true and it didn’t 
work out that way, Mr. Stringfellow 
said. 

Now the local agent is told that the 
personal lines will go to the mass mar- 
ket and he will be relegated to a few 
commercial and industrial lines. His- 
tory, however, is likely to repeat it- 
self, Mr. Stringfellow predicted. 

The local, independent agent has 
survived and, the speaker said, it is 
his own observation that there is more 
activity, more striving, more progress 
in the independent agency bull pen 
than there has been for a good many 
years. 

It may not be necessary for the local 





Help them get set 
for more family fun 





@ That boat and outboard motor 
will add a lot to the enjoyment of 
family outings that are ahead for 
your clients and prospects. And 
what better time than now to re- 
mind them of the need for ade- 
quate insurance on their boats, 
outboard motors, boat carriers or 
trailers—whether ashore or afloat. 

Enough protection of the right 
type to cover loss or damage to 
boats and equipment; liability for 
damage to other boats as the re- 
sult of collision; as well as bodily 
injury liability protection to cover 
injuries to others arising from 
boating accidents. 


Cui Oealessbfiaid, 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE * CASUALTY +» AUTOMOBILE : INLAND MARINE 


Providing this broad range of 
protection for boat owners—under 
participating policies which lower 
net cost—is just one of the ways 
that our agents are equipped to 
give buyers the better insurance 
value they want, whether it’s a 
Boats and Outboard Motors, 
Homeowners, or a Comprehensive 
Personal Liability Policy. Why not 
talk to one of our special agents 
about our AGENCY PLAN; check 
on the opportunities it offers to pro- 
ducers to build premium volume... 
to put personal accounts beyond the 
reach of competition. 
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General of Seattle’s home office will soon look like this—the new addition 
on the right being a four-level electronics communication center. At left is 
the operations building, housing the company’s northwest division, and in 
the background is the Brooklyn Building. 

Construction has already begun on the new addition. The top floor will 
house the company’s IBM 1401 and 7070 computers, as well as other data 
processing equipment. The third floor is temporarily unassigned. The two 
lower levels will be used for parking, with the second floor convertible to 
future office space. The rooftop will be also used for parking. The entire 
structure will be finished by February of 1962. 





agent to buy whole hog the life ap- 
proach and so-called direct writer ap- 
proach, Mr. Stringfellow suggested. It 
does not necessarily follow that their 
methods, however successful, are ideal- 
ly suited for the local agent. One in- 
dication worthy of note is that life 
companies have tended to lean toward 
the brokerage approach and have been 
extremely successful in that direction. 
It may well be that a number of them 
may follow the methods of the local 
agent. 

In the “captive agency field,’ the 
speaker said, manpower is apparently 
as much a problem as it is for the 
agency companies. The growing de- 
mand for “salesmen fodder” which can 
be tuned to a high-powered advertising 
program and motivated to grind out 
applications is bound to raise the mar- 
ket price for such men. The relatively 
low acquisition cost on the part of the 
specialty writers may not be enjoyed 
indefinitely. 

While the agency system may have 
received “its lumps” in recent years, 
Mr. Stringfellow stated, it has the fol- 
lowing particular advantages of the lo- 
cal agent: 

—He is in the right place at the 
right time. He lives there. He can be 


F 












found by the companies seeking rep- 
resentation, and he stays put. 

—He has expirations. He may not be 
working them as diligently as he might 
but he has more expirations than any- 
body else does. 

—He is in business. He is a recog- 
nized figure in his community. He al- 
ready presents an image to his com- 
munity of a good fellow, willing to un- 
dertake civic duties. Here’s a ready 
made image that won’t cost some com- 
pany $6 million a year in promotion. 

—He has done O.K. He is being 
kicked around a little bit these days. 
It’s implied that he sits in his chair all 
day long. It’s suggested that he can’t 
sell, or won’t sell. The facts are to the 
contrary. For a good many years he 
has been doing just that. 

Mr. Stringfellow concluded by re- 
marking that the company-agents’ fu- 
ture may depend on improved com- 
munications. It’s always shocking to 
find an agent who has a limited idea 
of what really makes his company tick. 
It is equally frightening to find a com- 
pany ill-advised on the agency picture. 
The proper emphasis must be placed 
on market research, appropriate pro- 
motion and selling. While constant an- 
alysis must be made of the public’s 
desires, traditional procedures must 

(CONTINUED ON PAGE 18) 
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1960 Countrywide Loss, Expense Ratios Compiled By N.Y. Department by companies in their expense ex- 
hibits, since the department computes 
Summary figures from its booklet on leased by the New York department. in New York in 1960 for major lines. ratios for commissions and brokerage 
oa ‘ 1960 loss and expense ratios to be Aggregate experience is given for all The net gain for each line in the and for taxes and fees on a written 
wail “a available in August have been re- fire and casualty companies licensed tabulation differs from those reported instead of an earned premium basis in 
— the belief that the results are more 
COUNTRYWIDE NET PREMIUMS UNDERWRITING RATIOS ANALYSIS OF EXPENSES realistic. 
AGGREGATES i 
BY LINES net || Loss | Commis- | OTHER TAXES Federal Taxes Omitted 
WRITTEN EARNED LOSS |EXPENSE| GAIN |} ADJUST-| SION AND | ACQUI-| GENERAL} AND Expenses do not include federal in- 
MENT | BROKERAGE] SITION FEES : 
come tax. Net gain shows results be- 
rn fore federal income tax. The chart re- 

TOCK veals a gain of 21.4% on fire for 

Fire $1,196,815,120} $1,227,922,790// 51.3 | 48.2! .5 3.9 25.4 6.3 9.1 3.5 mutuals and a gain of .5% for stock 

Extended oe , 407,115,264 450,006 ,399 52.8 52.5 | -5.3 8.2 26.8 6.2 8.0 3.3 companies. Reinsurers had a loss of 

Homeowners Multiple Peril 538,551,056 389,641,231 | 51.9 | 50.6| -2.5 6.8 2a) i 7.9 3.0 of, : o 

Commercial Multiple Peril 43,347,727 33,684,029 | 58.6 | 47.1 | -5.7 4.9 14.5 | Wt | 12.5 4.1 1.4%. ages gained 4.7% —— 

Ocean Marine 197,557,095 194,466,958 || 59.1 | 35.0| 5.9 5.8 17.3.) 3.9 6.5 1.5 BI, stock companies lost 2.7%, and 

Inland Mar ine 288 , 350,515 309,083,070 | 51.1 48.7} .2 6.1 23.0 | 7.7 8.3 3.6 reinsurers lost 7.3%. 
aaition | Setant on voit asao|  sromea| see | co| cof Sa| ae | S| ‘so | 23] .,0y tutePDE mutuals had a gain of 

cc ie p Fp P e e ° ° . . ° . i Oo i 
left is Hospital and Medical 62,615,901 61,452,406} 51.3 | 45.4| 3.3 3.2 24.6 9.8 5.4 2.4 11.9%, stock companies 2.7%, and re 
and in Group Accident and Health 538,651,776 537,277,712], 83.2 | 15.2] 1.6 2.3 4.8 2.5 3.1 2.5 insurers 22.8%. In A&S mutuals, 

workmen's Compensation 747,021,709 724,092,316} 64.9 | 35.1] .0 9.2 11.0 3.1 8.4 3.4 stock companies and reinsurers had re- 

7 Liability Other Than Auto 522,826,315 494,493,643} 41.1 | 55.2] 3.7 15.6 20.1 5.4 W.1 3.0 spective gains of 2.8%, 6.4%, and 2.5%. 
or will Automobile Liability (B.1.) 1,525,028, 188 1,503,096,059 |} 59.9 | 42.8] -2.7 12.4 15.7 §.3 6.0 3.4 While mutuals had a gain of 49.2% in 
‘1 data Automobile Property Damage 621,645,775 618,699,998 | 54.8 | 42.5) 2.7 14.3 16.2 | 5.5 6.4 38 . : es 
ae ton Automobile Collision 526, 707,169 527,591,907 1 50.5 | 41.7] 7.8 7.5 19.8 | 5.6 6.0 2.8 boiler and machinery, stock companies 
0 Auto, Fire, Theft and Comp. 318,396,963 312,796,898 |} 52.0 | 41.6] 6.4 6.7 19.7 5.9 6.4 2.9 realized only 2.3%, and reinsurers lost 
‘ible to Property Damage Except Auto 125,460,719 122,468,525, 36.6 | 53.4| 8.0]| 12.6 20.0 5.7 | 12.0 3.1 1%. 
entire } Fidelity 92,562,167 78,556,063 || 44.0 | 53.7] 2.3 8.9 16.9 10.2 14.5 3.2 

Surety 146,847,009 143,979,105 || 42.2 | 61.8] -4.0 7.6 24.5 10.3 15.9 3.5 “~ 

Glass | 36,810,980 31,517,554] 48.5 | 56.0] -4.5 5.8 27.1 8.8 11.4 2.9 New England Agents 

Burglary and Theft 89,329,554 87,236,173 |} 49.1 55.8 | -4.9 7.4 25.9 8.0 11.4 3.1 

Boller and Machinery 60,929,329 51,895,451 || 29.6 | 68.1 | 2.3 2.3 17.2 7.9 | 37.2 3.5 Set Annual Agenda 
ig rep- 

MUTUAL COMPANIES New England Assn. of Independent 
not be | Agents will hold its annual meeting 
. might Fire 188,205,411 193,954,660 40.4 38.2 | 21.4 2.9 15.3 8.8 8.4 2.8 June 25-27 at Manchester, Vt. 

, Extended Coverage 56,949,523 64,243,113} 47.9 | 45.4] 6.7 8.0 18.5 8.7 7.5 a4 : ; 
nm any- Homeowners Multiple Peri! 107,949,357 86,146,611 46.3 | 48.2 5.5 7.0 19.4 12.5 6.9 2.4 George Salter, executive vice- 

Commercial Multiple Peril 4,967,238 4,344,623) 49.3 | 47.2] 3.5 6.3 9.2 | 15.6 | 12.5 3.6 president Providence Washington, will 
recog- Ocean Mar ine 19,826,418 19,443,213 1 50.6 | 27.1 | 22.3 8.7 8.6 3.7 5.2 9 discuss changes affecting the business; 
Se a Inland Marine 30,438,455 29,955,834 |} 52.6 | 40.4} 7.0 5.6 12.2 11.6 8.1 2.9 H. H. Nelson, Council Bluffs, Ia., a 

Accident 2,956,935 2,923,102] 40.5 | 34.7| 24.8 5.8 13.4 7.2 5.6 2.7 , : +4 
; com- Accident and Health 4,030,276 4,041,811 | 63.7 | 33.5] 2.8 3.5 6.5 | 14.1 7.0 2.4 renga ee S executive be 
to un- Hospital and Medical 4,702,059 4,951,499 | 44.5 | 44.8] 10.7 4.5 15.1 15.6 74 2.5 tee, will analyze changes affecting 
ready Group Accident and Health 121,509,378 120,575,582 |} 83.1 16.1 8 3.1 2.2 $3 3.2 2.3 agents; and Arthur Blum, Rockaway 
e com: Workmen's Compensation 419,823,197 412,719,035 62.9 25.2] 11.9 8.2 2.1 4.8 6.9 3.2 Park, state national director of New 
: - Liabliity Other Than Auto 146,979,631 140,958,088 |} 47.0 | 44.3] 8.7 17.2 9.8 6.4 8.2 2.7 P F a 
ion. Automobile Liability (B.1.) 608,607,361 597,862,906 || 59.1 | 36.2] 4.7|) 11.7 7.7 9.0 4.5 3.3 York, will view modern agency 
being Automobile Property Damage 268 , 356 ,426 265,250,674 | 56.5) 36.3) 7.2]) 11.9 7.4 2.5 4.6 2.9 accounting. Archie Slawsby, Nashua, 
> days Automobile Collision 243,094,455 242,697,086 |] 48.3 | 34.8] 16.9 9.5 8.0 10.4 4.4 2.5 N. H., past president of NAIA, will al- 
ail all Auto, Fire, Theft and Comp. 132,259,146 130,906,903 |} 52.9 | 35.8] 11.3 9.5 7.8 11.0 4.9 2.6 so speak. 
; Property Damage Except Auto 29,133,350 28,340,503 45.1 40.6 14.3 14.1 6.0 8.8 9.3 2.4 
> cant Fidelity 8,123,263 6,866,270 54.1 37.5 8.4 9.0 7.1 9.7 9.4 23 Stetson Ward, New Haven, past 
to the Surety 1, 706,547 1,595,901 | 10.6 | 53.9] 35.5 8.7 29.6 6.7 6.4 2.5 president of the New England associa- 
ars he Glass 3,731,950 3,391,390 | 53.4 | 44.7] 1.9 5.6 12.1 14.5 10.1 2.4 tion, will be featured on a panel in- 

Burglary and Theft 8,095,289 7,804,998 54.8 45.4 - .2 9.0 10.7 12.6 10.4 aut cluding other agents and the above 

Boller and Machinery 22,396,688 21,982,381 | 20.0 | 30.8] 49.2 2.4 3.1 6.9 16.2 24 k 
by re- speakers. 
its’ fu- REINSURANCE COMPANIES | ; — 
| com- | Alamo Field Club Meets 
: t Fire 111,400,680 117,344,978 |} 55.2 | 46.2| -1.4 2.8 41.0 1.0 2 ‘a Al Field Club a 
Ing to Extended Coverage 33,313,255 34,951,207 | 56.9 | 47.7| -4.6 4.3 40.5 1.3 1.3 3 _ Alamo Fie ub of San Antonio 
d idea Homeowners Multiple Peril 28,691,291 21,967,614 || 54.4 | 47.6] -2.0 3.9 40.5 1.5 1.5 a inspected Killeen, Tex., and a report on 
ly tick. Commercial Multiple Peril 5,848,175 4,828,416 |} 78.8 | 44.6 |-23.4 4.5 36.5 1.4 1.9 a the town inspection was given at the 

= Ocean Marine 7,816,869 8,026,829 73.5 33.4} -6.9 4.4 25.6 1.3 1.7 4 . : ia 
_— Inland Marine 15,920,193 14,917,340 || 51.4 | 45.1] 3.5 3.5 38.0 1.6 1.7 ic May meeting. Norris W. Parker, man 
icture. Accident 4,187,577 4,067,162 || 54.4 | 38.4| 7.2 1.6 31.5 3.0 1.7 6 ager of Texas Insurance Advisory Assn. 
placed Accident and Health 4,058,181 3,941,653 | 40.2 | 57.3] 2.5 +4 50.3 3.5 1.7 .6 reviewed developments of a fire rate 
e pro- Hospital and Medical 2,562,103 2,492,095 63.6 46.9 |-10.5 3.6 32.2 Dua 35.9 1.9 hearing held during the month as they 

2 Group Accident and Health 8,734,403 8,279,761 | 68.1 | 31.5 .4 24 21.7 3.5 2.6 1.5 : : ; 
we Boe Workmen's Compensation 10,940,985 10,420,574 | 35.9 | 29.6] 34.5 3.3 20.2 2.5 2.5 1 relate to field men. He said that in 
unc s Liability Other Than Auto 16,655,594 15,257,357 | 61.2 | 42.7] -3.9 9.7 28.0 2.3 2.0 a treatment of the sonic boom the in- 

must Automobile Liability (B.1.) 47,815,734 48,129,907 |} 66.7] 40.6] -7.3 6.0 31.2 1.8 1.2 4 dustry has not been consistent. 

Automobile Property Damage 13,814,714 14,156,846 || 38.3 | 38.9] 22.8 5.0 30.4 1.7 1.3 5 ers 

Automobile Collision 6,110,751 6,601,076 || 56.7 | 50.4] -7.1 4.2 41.5 1.8 y oy “a : : , 

Auto, Fire, Theft and Com. 12,141,935 11,907,141] 45.3 | 51.0] 3.7 3.2 44,7 1.5 1,3 3 Fire engineers and underwriters of 

Property Damage Except Auto 4,085,296 3,595,241 | 40.1 | 39.9] 20.0 8.1 26.7 2.0 2.1 1.0 Kemper companies at a conference in 

Fidelity 9,948,286 9,122,179 |} 60.7 | 50.4 |-11.1 3.8 43.4 ‘7 1.1 .4 Chicago, examined the problems of in- 

Surety 32, 190,849 30,397,429 80.5 57.5 |-38.0 6.3 47.8 1.9 Cel 4 suring electronic computers. €. M. 

Glass 355,340 383,432 || 44.7 | 47.6] 7.7 4.5 34.1 3.9 3.5 1.6 ? P 

Burglary and Theft 2,550, 759 2,496,506 |} 36.8] 44,9] 16.3 3.0 37.0 2.3 2.0 6 Rowley, chief engineer, reported on a 

Boiler and Machinery 1,443,224 1,302,479 | 75.2] 25.8] -1.0 2.3 17.0 y 3.7 5 study of computer installations and 

storage of tapes. 
N661—ILLINOIS N663—WEST COAST s 
MIDWEST FIRE/MAR. SPEC. RISKS UND. SUPV.— CASUALTY ACTUARY—$16,000. OUTH 
N641 Mo $10,000. pyre me Rmicae yon —— ~ = eens — = $0,008 
: Age to 40. Coll degree. Min. 7 yrs. Fire- of relocation and interested in living in area o ES GI oo occ ccccccccccesecces y 
Cas. Clas. SUpV. ... 0.6.5 00000eee $8,500 f+ ag Unienitine Caed. tie = S a San Francisco. Employer will assume all moving N652 Atlanta 
N642 Wl. position more important than Marine. Ideal po- costs, service fee, etc. Specifications: Age to WO I Sn kkcasadedcadadec: $7,500 
: Accountant/Stat. ................. $8,500 sition for man desirous of affiliation with na- 42, college graduate. Math or Actuarial science N653__sS.. Car. 
N643 Minn. tionally known Co. that will establish Chicago pe Macey TOT eB yy, Bam ove yg ON GY iid waccnccenedt $7,500 
SIRI os Se bind ees ceee $7,800 Branch. Good combination inside-outside duties. war latory. Associate or Fellow, Actuarial So- N654 Fla. 
, N662—MIDWEST Cay ONE U.S Me is ie ccccds $7,200 

— ee N664—PENNSYLVANIA NESS N. Car. 

Fire Spec. Agt. .............e0e5s $7,500 INTERNAL AUDIT MANAGER—$16,000. Fire/Mar. Spec. Agt. ........... $7,000 
N645 Cent. III. Company with assets excess $235,000,000. Ex- MULTIPLE LINE SPECIAL AGENT—$8,500. 

ETE ee $7,000 tremely desirable city. Company has given us Progressive nationally known stock company 

following specifications: Age to 45, college de- establishing new Branch in Eastern part of EAST 

Ness. Mini 12 diversified internal State. Age to 35. College degree mandato 

I ed $7,000 gree. inimum years diversified interna ate. Age to . College degree mandatory. N656 N. Eng. 

’ audit experience mandatory. Background should Minimum 5 years Multiple Line (Casualty more : 

N647__— Cent. lowa include insurance in Home Office with other important) field experience acquired with Amer- Mult. L. Und. Mgr. .............. $11,500 

Cieee. LU. SPOR. AGE. nn ccccececvec $7,000 audit experience desirable. ican Agency System Company. N657 Penn. 

N648 Mich — - - - "2 Cas. Cims. Lit. Supv. ............ $10,000 
s 6.500 Please mention job number in responding. Write for brochure “‘HOW WE OPERATE. N658 M. Atl. 
Jr. Cas. Agt. iegeciveteisacecwes $6, a $ 9,000 
N649_—s Ohio N659 so. «Atl. 
ere eee $6,500 II a ccncdgcccnccues $ 7,500 
N6SO Mich. INSURANCE PERSONNEL EXCLUSIVELY N660 &. a. ‘ ome 
i HN cid vn innseaceenes $6,500 F ss al Ch EPPPrerererrrrre $6, 
330 S. Wells HArrison 7-9040 Chicago 6, Illinois 
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Fuller Views Of NAIC At Work 





thanks. 





Photographs on these two pages of personalities attending the annual 
meeting of National Assn. of Insurance Commissioners were taken by Harry 
H. Fuller, insurance department liaison man of the National Bureau. Mr. 
Fuller is the unofficial official photographer of NAIC conventions, a position 
he has held for five or six years, before that being simply the unofficial 
photographer. He has taken pictures of NAIC leaders and events for 35 
years or so and has several times been recognized in the proceedings with 


All identifications are from the left. 






























Newell R. John- 
son, genera! man- 
ager American 
Mutual Insurance 
Alliance and for- 
mer Minnesota 
co mm is si on- 
er, with the patri- 
arch of state su- 
pervision, Com- 
missioner John 
Holmes of Mon- 
tana, and John R. 
Maloney, San 
Francisco attorney 
and former Cali- 
fornia commis- 
sioner. 


=o 


Charles V. Walsh of the Pennsyl- 
vania department and Director Joseph 
S. Gerber of Illinois. Mr. Walsh draf- 
ted the amendments to the deviation 
section of the rating laws for the Ger- 
ber subcommittee. 





William Leslie 
Jr., general man- 
ager National Bu- 
reau, at the bureau 
headquarters room 
with George Katz 
and William Bai- 
ley of Aetna Cas- 
ualty, and Charles 
J. Unger, execu- 
tive secretary New 
Jersey Assn. of In- 
surance Agents. 








££. 


mn — 
M. J. Harrison, Little Rock attorney 
and former secretary of the Passe Club 
International, with Addie Lee Farrish, 
former director of trade and commerce 
of Alabama, now in the investment 
business. 


Deputy Charles 
Timbers of the 
Wisconsin depart- 
ment; James M. 
Cahill, secretary of 
the National Bu- 
reau, and Commis- 
sioner Charles 
Manson of Wiscon- 
sin. 





Commi s- 
sioner Zack D. 
Cravey of Georgia, 
a veteran of NAIC, 
Hugh L. Tollack, 
NAIC executive 
secretary, and 
Commissioner Joe 
B. Hunt of Okla- 
homa, one of 
NAIC’s most col- 
orful personalities. 


Commissioner Alfred 


James M. Cahill, 
secretary of the 
National Bureau, 
with C. Judson 
Pearson, former 
West Virginia 
commissioner and 
now an attorney in 
that state, and L. 
J. Stratman, Ne- 
braska deputy. 





eg ere es 
N. Premo of 


the Wisconsin department. 











Commissioner Harry E. McClain of 
Connecticut and Harvey Wolberg of Indiana and Joseph Haveson, Minne- 
sota assistant commissioner, 


Spalding South- 
all, National Assn. 
of Independent In- 
surers; Sam N. 
Beery, Colorado 
commissioner and 
outgoing president 
of NAIC, and Don- 
ald Knowlton, New 
Hampshire com- 
missioner, past 
president of NAIC 
and one of its 
leaders for many 
years. 
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Ward L. Bloom- 
er of North Amer- 
ica; L. J. Stratman 
of the Nebraska 
department, and 
Henry Griffendorf, 
new midwest man- 
ager of the Na- 
tional Bureau and 
former Michigan 
deputy. 


st 
Bin ha | 
Joe Haveson, assistant Minnesota 

Bradford Smith Jr. of North America commissioner, and Robert H. Rydman, 
and Robert N. Gilmore Jr. of Assn. of general counsel North American Life 


Casualty & Surety Companies. & Casualty. 


End of a com- 
mittee meeting: 
Charles Walsh, 
Pennsylvania de- 
puty folds up his 
Papers, as Com- 
missioner Frank 
Blackford of Mich- 
igan listens in on 
a conversation be- 
tween Commis- 
sioner Francis 
Smith of Pennsyl- 
vania and Super- 
intendent Thomas 
Thacher of New 
York. 


Robert B. Taylor, Inland Marine Insurance Bureau, 
former Oregon commissioner, with Thomas Pansing, presi- 
dent Nebraska National Life and former Nebraska director; 
John H. Binning, Lincoln attorney in a firm in which Mr. 
Pansing is also a partner. (Mr. Binning is also a former 
Nebraska director), and W. M. Sheehan of the Iowa 
department, 


sioner, 
listen. 


Commissioner George Mahoney of Maine addresses a 
committee meeting as Sam N. Beery, Colorado commis- 
and William A. Harrison, 
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Among the Florida representatives: 
E. A. Faircloth and George McDonald 
of the department staff flanking Com- 
missioner J. Edwin Larson. 


William C. Gould of the New York 
department with Commissioner Charles 
R. Howell of New Jersey. 


A. Herbert Nel- 
son, insurance con- 
sultant of Minnea- 
pelis and former 
Minnesota com- 
missioner; Com- 
missioner F. Doug- 
lass Sears of Mary- 
land; Commis- 
sioner V. Dean 
Musser of Oregon, 
and Walter L. 
Rugland of Aid 
Assn. for Luther- 
ans. 


NAIC committee 
in action: At the 
table, Rufus Hayes 
of Louisiana, new 
vice-president of 
NAIC; William T. 
Hockensmith, 
Kentucky commis- 
sioner; Director 
Joseph S. Gerber 
of Illinois, and 
Commissioner 
Francis Smith of 
Pennsylvania. 


Dick Starr of the Florida depart- 
ment and Hugh L. Tollack, executive 
secretary of NAIC. 


South Dakota representatives: Carl 
Stumer, deputy, and Robert A. Hurl- 
but, commissioner. 


r\ ” 

Neil C. Russell of Inter-Insurance 
Exchange of Chicago Motor Club, and 
R. K. Richey of American Mutual 
Alliance. 


Texas commissioner, 
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Nothing Is Sacred To Embezzlers 


Because newspapers do not highlight 
stories on embezzlement of church 
funds, it is commonly believed that re- 
ligious organizations are immune to 
this danger. This is far from the truth, 
according to Robert Worthington, ex- 
ecutive vice-president of Church Pen- 
sion Fund. 

In an analysis prepared for the pub- 
lication, the Living Church, Mr. 
Worthington points out that an unbe- 
lievable number of shortages, ranging 
from nominal to serious proportions, 
are uncovered every day. 


Cites Examples 


He cited examples from his organi- 
zation’s claim files: 

1. General office worker and mes- 
senger disappeared while transporting 
a substantial amount of cash and 
checks representing donations to a 
church campaign fund. Fortunately, 
this embezzlement loss was fully 
covered by a fidelity bond. 

2. Former church treasurer, very ac- 
tive in civic work within the commun- 
ity, failed to deposit rent receipts from 
properties owned by the church and 
held for future expansion of facilities. 

3. Parish treasurer, upon leaving the 
country, took accounts receivable and 
treasurer’s records with him. Investi- 
gations proved he had failed to make 
many deposits and had also drawn 
several checks to obtain cash and pay 
personal bills. 

4. Upon death of a church treasurer, 
substantial irregularities including 
checks payable to himself for nonexist- 
ent expenditures such as repair work, 
convention expenses, and excessive 
postage costs were uncovered. Addi- 
tional shortages involved failure to de- 


posit cash contributions made by pa- 
rishioners, and diversion of investment 
trust dividends to his personal use. 

5. Many parishioners claimed poor 
recordkeeping after receiving notice 
that their pledge payments were in ar- 
rears. An investigation indicated that 
money was being removed from many 
envelopes. Collections were accessible 
to both employes and outsiders before 
being deposited in the bank each Mon- 
day. Since it was impossible to learn 
whether the thefts were committed by 
employes or outsiders, the loss was 
shared equally by the bonding, and 
money and securities insurers. 

6. When a church school treasurer’s 
husband became ill for an extended 
period, money was misappropriated to 
help pay bills and to maintain their 
home. 

7. A guild treasurer misappropriated 
church funds, claiming money was 
used to feed, clothe, and house her 
large family. 


High Loss From Church 


8. A surprisingly high four-figure 
loss represented theft of collection en- 
velopes from the church safe. Since 
only a few employes knew the com- 
bination of the safe, it was determined 
that the loss was due to “unidentified 
employes.” 

9. A church treasurer used both 
church collections and rent receipts 
for his personal needs. This was ac- 
complished over a period of 14 months 
and finally detected by a long overdue 
audit of the treasurer’s books. 

10. Over a period of 18 months, a 
church bookkeeper embezzled an 
amount which exceeded the blanket 

(CONTINUED ON PAGE 33) 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MERS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 


COMPREHENSIVE PERSONAL LIAB. 


PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY . 
BURGLARY 

PLATE GLASS-50/50 


% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 

















NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS « « « « 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
e e e e LARGE SINGLE RISK CAPACITY « « « e 














FIDELITY GENERAL 


RAndolph 6-4060 


A STOCK COMPA\ !Y 


INSURANCE COMPANY 


222 West Adams Street 
Chicago 6, Illinois 





Top student at 
the agents’ person- 
al lines school just 
completed at the 
home office of 
General of Seattle, 
was Ned D. Pen- 
nefeather, left, of 
A. J. Pennefeather 
agency, Kenosha, 
Wis. He holds a 
trophy just award- 
ed by H.W. Pigott, 
center, General 
vice-president for 
personal lines who 
is giving a similar 
prize to Ulric L. 
Freeman of War- 
ner agency, Den- 
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ver, for outstanding effort in sales projects carried out during the four-week 
school. Thirty-one agents from throughout the U.S. and Canada completed 


the course. 





Preparing Employes Now 


To Retire 30 Years Hence 


A program to help its 6,000 employes 
prepare for retirement before they 
reach that age has been inaugurated 
by Nationwide Mutual. 

The program, based on the assump- 
tion that a person who plans his re- 
tirement is more successful in adapt- 
ing to his new way of life, will com- 
mence when the employe reaches 35, 
or about 30 years prior to retirement. 
Employes will attend seminars and 
individual conferences which will cov- 
er the basic areas of finances, health, 
leisure and personal adjustment. 

Speakers at the first seminar, which 
was held this month, consisted of com- 
pany management personnel and out- 
side experts on financial planning, 
social security, medical and health 
problems and retirement adjustment. 


GAB Appoints | Two 


General Adjustment Bureau has ap- 
pointed Samual A. Patton manager at 
Johnstown, Pa. He had been at Blue- 
field, W. Va., since 1941. 

Alfred W. Daglio, formerly senior 
adjuster at Springfield, Mass., has been 
named assistant manager, education 
and research division, at the eastern 
departmental office. 


Empire Mutual Elects 

Empire Mutual of Philadelphia has 
elected Gerald J. Cohen, counsel, and 
Benjamin L. Perzin, claims manager, 
vice-presidents. Mr. Cohen formerly 
was with Lumbermens Mutual Casu- 
alty. Mr. Perzin in addition to being 
claims manager of the company prac- 
tices law in Philadelphia. 














LONDON - 
VANCOUVER - 





TERE 


OFFICES LIMITED 


REINSURANCE 


116 JOHN STREET - NEW YORK 38, N. Y. 
465 CALIFORNIA STREET+ SAN FRANCISCO, CAL. 


PARIS 
MONTREAL - 


Standard Forms Available 
For Multi-plant Insured 


Two standard insurance report forms 
—one for corporate insurance and one 
for group coverage—for use by insur- 
ance managers of multi-plant com- 
panies, have been prepared by Mach- 
inery & Allied Products Institute. The 
reports, when prepared at the plant 
level, provide information that is val- 
uable to the home office review of 
local insurance and loss prevention 
programs and enables the corporate 
insurance manager to make his plant 
visits more effective. 

Richard Prouty, secretary and insur- 
ance manager of Norton Co., Worcester, 
Mass., designed the two reports. They 
cover such matters as physical con- 
dition, loss experience, exposures and 
coverages in effect at each plant. They 
can be prepared locally by qualified 
plant personnel or by the company’s 
agent or broker. They may be used for 
overseas facilities. 

Copies of the reports are available 
from the institute, 1200 Eighteenth 
Street, N. W., Washington 6, D. C. 


Joins Spokane Agency 

Jack R. Warner, special agent at 
Spokane for Glens Falls, has joined 
the George C. Newell general agency 
there as regional manager for eastern 
Washington and northern Idaho. He 
had been with Glens Falls 31 years. 


Borgeson Joins Sinn 

A. Bruce Borgeson has joined the 
Alfred C. Sinn agency at Clifton, N. J., 
as assistant secretary. He had been 
assistant bond manager of Standard 
Accident in the North Jersey office. 


* SYDNEY © TORONTO 


MEXICO CITY 
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Urges Internal Control 
To Stop Bank Shortages 


Officials of surety companies have 
indicated that they are contemplat- 
ing a requirement that banks employ 
outside accountants, J. H. Savage Jr., 
partner Ernst & Ernst, Detroit CPAs, 
told the regional convention of the 
Assn. for Bank Audit, Control and Op- 
eration at Chicago. 

He said that if bonding companies 
cannot convince banks to have an ef- 
fective internal control and audit sys- 
tem and adequate outside examina- 
tions, the only solution will be to deny 
adequate coverage to banks with glar- 
ing weaknesses or to increase their 
premiums substantially. He dealt with 
the following objections commonly ad- 
vanced by banks: 

—The bank carries adequate insur- 
ance. Fidelity insurance, Mr. Savage 
said, cannot compensate a bank for 
loss from a shortage in any real sense. 
The loss of confidence on the part of 
the community cannot be insured. He 
pointed out that insurance premiums 
will continue to go up unless short- 
ages are curbed. 


Too Many Examinations 


—There are already too many ex- 
aminations by state and federal organ- 
izations. These examinations, Mr. Sav- 
age explained, are not designed to re- 
veal shortages. Their primary purpose 
is to see that banks are complying 
with statutory requirements. 

—The bank directors make an an- 
nual examination. These, Mr. Savage 
maintained, are usually ineffective. 
First, they are conducted by an ex- 
ecutive officer on behalf of the dir- 
ectors, and this officer may be the 
embezzler. Second, the directors do 
not have the time or qualifications to 
be sure that the scope of the examin- 
ation is adequate. 

—External examination costs too 
much. Mr. Savage pointed out that 
under the guidance of a CPA an out- 
side examination can be carried out 
effectively and at a minimum cost by 
proper utilization of bank employes. 
These too, he added, must be supple- 
mented by adequate internal controls. 

—Internal control is fine for a large 
bank, but small banks cannot employ 
a person full-time for such a purpose. 
Mr. Savage suggested that even in a 
small bank an adequate system of in- 
ternal control can be provided by hav- 
ing an employe act part-time as a 
control officer and perform other du- 
ties which do not conflict with good 
internal control. 


Gives Two Basic Rules 


—Mr. Savage mentioned two funda- 
mental rules that every bank should 
include in its system of internal con- 
trol. First, every employe should be 
required to take an annual vacation 
for at least two weeks. Second, duties 
should be divided so that no one per- 
son originates and posts transactions 
without any review. 

Other essentials of internal control, 
he said, include separate locked cash 
drawers for each teller, dual control 
over highly negotiable collateral and 
securities, special precautions for night 
depository boxes and safe deposit boxes 
and an attempt to keep counter cash 
at the minimum required for efficient 
working operations. 


National Board Plan For Safe 
Transport Of Risky Cargo 


National Board is sponsoring a pro- 
gram to promote safe handling and 
shipment of extra-hazardous cargoes 
on highways. The program, designed 
to avoid disasters involving persons 
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and property along the nation’s thor- 
oughfares and to protect motorists and 
fire fighting and rescue personnel, in- 
cludes the following steps: 

Routing of vehicles carrying extra- 
hazardous materials away from con- 
gested highways, heavily populated 
communities, business districts and 
areas of high industrial density. 

Designation of safely situated 
parking areas where drivers can make 
equipment check-ups and minor re- 
pairs, refuel, eat and rest. 

Police escorts to convoy vehicles 
loaded with extra-hazardous materials 


when they must travel within con- 
gested areas, through long under- 
passes and tunnels, or over bridges. 

Easy identification of dangerous 
cargo through proper placarding and 
through accessibility of shipping pa- 
pers, way bills and emergency instruc- 
tions, so that fire fighters and rescue 
crews may be informed of special 
conditions to be considered in dealing 
with emergencies. 

Instruction of drivers in the haz- 
ardous nature of their cargoes and 
safety actions to be followed in case 
of breakdown, collision or fire. 
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Springfield-Monarch 
Has New Institute 


Springfield-Monarch will sponsor a 
new insurance institute July 9-Aug. 5 
at Bay Path Junior College in Long- 
meadow, Mass. Designed to provide 
intensive general training for the rela- 
tively new agent, courses will cover 
property, casualty and health insur- 
surance as well as salesmanship and 
professional programming. Applications 
for admission should be sent to Wilfred 
G. Howland, vice-president Spring- 
field-Monarch, Springfield, Mass. 
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Your Prospects Are Everywhere 

How many self-employed people do 
you have in your town? 50-100-1000? 
Do you know that every one of them 
is a prospect for Continental Casualty’s 
Overhead Expense Plan? Why? Be- 
cause the Overhead Expense Plan pays 
utilities, rent, laundry, depreciation, 
and most other operating expenses 
when the insured becomes sick or 
injured. 


Provides Leads to Other Lines 

When the self-employed man is dis- 
abled, he has twice the problems of the 
salaried man. His domestic expenses 
plus business expenses continue. Con- 
tinental’s Overhead Expense Plan will 
help him meet his business expenses— 
and give you a good prospect for your 
other lines. 

Overhead Expense Protection is just 
one of a long line of easily salable 
Continental Casualty policies. Watch 
for this page every month for news 
about other profit-makers. 


FOR DETAILS ON CONTINENTAL’S OVER- 
HEAD EXPENSE INSURANCE, SEE YOUR 
NEAREST CONTINENTAL AGENT OR 


FOR ALERT AGENTS 


Small Business is Big Business 


OUT AND MAIL THE COUPON 


A Member of the 
Continental-National Insurance Group 


Continental Assurance Company 
National Fire of Hartford 





BRANCH REPRESENTATIVE—OR FILL 


(Plan not available in Georgia or North Carolina) 


CONTINENTAL CASUALTY COMPANY 


Transportation Insurance Company 
Transcontinental Insurance Company 














---------------- 
| Continental Casualty Co. 

| Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 

() Please send full details on your Overhead Expense Policy. 
| C | am interested in an agency or brokerage appointment. 

| 

| NAME 

| 

| ADDRESS 

| 

| CITY ZONE___STATE 
ie 


icine detec ew ails ees cee ental 
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Robert Neal Is Named 
A&H Man Of The Year 


(CONTINUED FROM PAGE 5) 
president and in 1935 he became pres- 
ident at the Detroit convention. 

Mr. Nutter has been a leader in 
West Virginia throughout the history 
of the health insurance association 
movement there. He has served as sec- 
retary of the state association since it 
was founded. As general agent for 
Kentuc'ty Central L. &A. he has been 
actively engaged in the life and dis- 
ability insurance business for more 
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than 15 srears. 

Mr. Piiuley’s career has carried him 
through six decades of company and 
trade association management. He be- 
came _ secretary-treasurer of Central 
Business Men’s Assn. in 1914. He went 
with Great Northern Life as secretary 
and was made managing director of 
H&A Underwriters Conference in 1949 
following the death of Harold Gordon. 

Frank Post started in daily news- 
paper work at the turn of the century. 
He joined THE NATIONAL UNDERWRITER 
in 1919 and was its associate editor un- 
til 1953 when he retired. During that 


Sure glad | filed a 
"FLOAT PLAN"! 





Another first for the MARINE OFFICE—the FLOAT PLAN. 
Designed to bring fast rescue assistance to boatmen who 

are reported overdue while cruising, this valuable safety aid is 
also bringing new yacht insurance business to agents and 
brokers. As a result of national advertising and publicity the 
FLOAT PLAN has become popular throughout the country. If 
you are an agent of one of our member companies and want 
to provide FLOAT PLAN pads to boat owners, boating 
safety organizations, yacht clubs, dealers and marinas in your 
community, write or call the nearest office of MARINE 

OFFICE OF AMERICA and ask for a free supply. 


Aviation Insurance through Associated Aviation Underwriters. 





» MARINE OFFICE__ 
° or AMERICA 


123 WILLIAM STREET, NEW YORK 38, N. Y. 


member companies: 


THE AMERICAN INSURANCE COMPANY © THE CONTINENTAL INSURANCE COMPANY © FIDELITY-PHENIX INSURANCE COMPANY 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY « 


GLENS FALLS INSURANCE COMPANY 


THE HANOVER INSURANCE COMPANY © NIAGARA FIRE INSURANCE COMPANY 
— offices — 
NEW YORK © CHICAGO © NEW ORLEANS © SAN FRANCISCO © HOUSTON © TORONTO 
Atlanta ¢ Baltimore * Boston © Cleveland © Corpus Christi * Dallas * Detroit * Indianapolis * Jacksonville 
Los Angeles * Louisville * Montreal « New Haven © Philadelphia © Pittsburgh * Portland * Raleigh » Richmond 








St. Louis © Seattle © Stockton * Summit © Syracuse - 











period he was also editor of the Acci- 
dent & Sickness Review. This magazine 
at one time served IAHU as the official 
trade association journal. After his re- 
tirement from the National Underwrit- 
er Co., Mr. Post joined Charles Spencer 
& Associates, publishers of Employee 
Benefit Plan Review magazine. Since 
1954 he has been associate editor of 
this publication. 


Former IAHU President 


Mr. Sommer is also a former presi- 
dent of IAHU. He began his insurance 
career with Standard Accident. He lat- 
er moved to Southern Surety and dur- 
ing the depression years joined Con- 
tinental Casualty. He developed the 
termediate division to a leading indi- 
vidual division of the company. 


Five Named By 
American Mercury 


American Mercury of Washington, 
specialists in general aviation insur- 
ance has made changes in its home of- 
fice staff. 

H. David Brannon has been elected 
vice-president-underwriting. Before 
joining the company as underwriting 
manager, Mr. Brannon was an aviation 
underwriter with Ohio Casualty. Prior 
to that, he spent 12 years in underwrit- 
ing and management with the Farm- 
ers group and United Services Automo- 
bile. 

Randall Brooks, operations and per- 
sonnel manager of American Mer- 
cury, has been elected to the additional 
post of assistant secretary. He joined 
the company nine years ago as aviation 
underwriter. 

John G. Santikos and Jay Ray Orr 
have been named to assist the vice- 
president-underwriting. Both joined 
Americo from United Services Auto. 
Mr. Santikos was underwriter-manager 
of USAA’s European department and 
Mr. Orr was manager of the fire un- 
derwriting department. 

Lloyd W. Leard Jr., has joined 
Americo as field auditor. He formerly 
was. district audit manager _ in 
Baltimore for American Mutual. 


Move To Provide Credit 
Cover For Exporters 


A voluntary move by insurers to pro- 
vide credit coverage for commercial 
export risks was made last week when 
representatives of five major compan- 
ies met with banking interests to con- 
fer on the project. 

The discussion centered on a pool 
operation for coverage on risks on 
which the Export Import Bank pro- 
vides comprehensive political guaran- 
tees for exporters. Continental Cas- 
ualty has pioneered in the field. 

The meeting last week was at the 
offices of Great American. William E. 
Newcomb, chairman and president of 
that company, presided. 

Coincident with this voluntary 
move by insurers is a bill introduced 
in Congress by Reps. Multer and Wid- 
nall. This seeks to attain the same 
type of coverage but includes provi- 
sion for a federally chartered Ameri- 
can Exports Credits Guaranty Corp. 
as a central facility for exporters to ob- 
tain insurance. Private insurers would 
participate. 


Chicago Fire Engineers To Meet 

Chicago chapter of Society of Fire 
Protection Engineers, at the June 19 
meeting, will hear Oscar Carlson, vice- 
president and chief engineer of Pro- 
tection Mutual Fire. He will speak on 
water supply requirements. 
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Fireman's Fund Buys 
Shaw & Begg Of Canada 


Fireman’s Fund has purchased Shaw 
& Begg group of Canada, which con- 
sists of Wellington Fire, Federal Fire 
and Consolidated F.&C. 

The Fund has been doing business 
in Canada for 75 years and has in- 
vestments there of $12 million. With 
the purchase of Shaw & Begg, pre- 
mium writings of the combined opera- 
tions will exceed $15 million this year, 
making it one of the top 10 property- 
casualty organizations in Canada. 


A 


GLOBAL REINSURANCE 
COMPANY 











CASTEN VON OTTER 
At a recent meeting of the Board of 
Directors of Global Reinsurance 
Company, Baron Casten von Otter 
was elected a Director and Execu- 
tive Vice President-General Manager 
of the Company, effective immedi- 
ately. 
Mr. von Otter has been a Vice Presi- 
dent and Assistant General Manager 
of the Global Reinsurance Company 
since October 1959. Before joining 
the Company as Manager in 1958, 
Mr. von Otter was Manager of the 
Swedish Atlas Reinsurance Com- 
pany of Stockholm, Sweden. 











Your counsel 


is relied on with complete confi- 
dence by your client. You'll safe- 
guard his interests — and yours — 
when you point out the need for 
a factual, provable appraisal as the 
only sound basis for determining 
his insurance protection. 


THE LLOYD “THOMAS co. 


Recognized Appraisal Authorities 
KentPe 


HOME OFFICE: en 
4411 Ravenswood Avenue v > 
Chicago 40, Ill. ie 


REPRESENTATIVES COAST TO COAST: 
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Buffalo Detroit Milwaukee 

Cincinnati Grand Rapids Minneapolis 

Cleveland Houston New Orleans 

Columbus Indianapolis New York 
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Do any mounting job 
in half the time with 

the tape thats sticky 
on both sides! 


“SCOTCH” Double-Coated Tape #665 


can save time and money in your office dozens of handy 
ways. Does any mounting job in seconds—requires no drying 
time. The secret? An adhesive coating on both sides, like-a 
neat clean ribbon of glue. No spills, spots or wrinkles on 
important papers! So easy to use—there’s no liner to remove. 
Long-lasting—convenient, too! Won't become brittle—stays 
pliable—and so thin it doesn’t bulk up files. 


“SCOTCH BRAND 


**SCOTCH’' IS A REGISTERED TRADEMARK OF THE 3M CO., ST. PAUL 6, MINN. 


Minnesota J/ffinine ann )ffanuracturinc company 
... WHERE RESEARCH IS THE KEY TO TOMORROW 





Attach riders and endorsements— 
easily, mount displays—neatly, 


splice papers—securely. 


ScoTcn 
BRAND 


Double-Coated 
Transparent Tape 


No. 665 



























































“SCOTCH Brand Magic Mending Tape 49 
is the only tape 


thats practically invisible! 


Looks white on the roll, but when pressed down on paper it 
almost disappears. Its no-glare backing lets you read right 
through it. Won’t ghost in copying machines. 


sthat you can write on! 77s 


Works with pen, pencil, ballpoint or typewriter. Additions and 
corrections in ledgers, punch cards, charts, and graphs can 
be made right over mended tear. 


that's long-lasting! 


Lasts as long as the paper it mends. Holds tight, stays clear, 
never gets sticky at edges. Sticks tighter, too! Never affected 
by heat or humidity. Perfect for mending permanent office 
records, file copies, torn documents, books. 










Tape is a Tool...Choose the best for the job 





SCOTCH BRAND 
Magic Mending Jape 


“SCOTCH BRAND Pasies 


“"SCOTCH’’ IS A REGISTERED TRADEMARK OF THE 3M CO.. ST. PAUL 6. MINN. 
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HieNATIONAL UNDERWRITER 


Producer, Company Men Comment On Best 
Method Of Compensation To Spur Sales 


The National Underwriter has sought 
representative opinions on the _ best 
method of compensation to agents in 
order to assure maximum production 
efforts. The following views were ex- 
pressed by a prominent eastern agent. 

With regard to agents’ compensation, 
I feel that the companies are riding on 
a road that is bumpy and dangerous. 
Perhaps it will be well to look at both 
sides of the story. 

In the late 40s the companies were 
asked to write business at an unpre- 
cedented rate. Inflation, a tremendous 
increase in the number of new busi- 
nesses, increase in the number of mar- 
riages, and a general feeling of wealth 
seemed to permeate the air. The only 
trouble the companies had was in 
connection with the size of the surplus. 
This, they soon discovered, was in- 
adequate. There was a period of stock 
sales, splits, mergers, etc., so that they 
would have the capacity to write all 
the new business. There was even a 
time when the companies would issue 
no more than one or three-year fire 
policies in order to be able to accept 
the additional volume offered them. 
Moves Were Slow 

It was also during this period of tight 
market due to lack of capacity, that 
the direct writers came into promin- 
ence. They were able to get the money 
through one means or another, and 


Pa. Mutuals To Meet 


Pennsylvania Assn. of Mutual In- 
surance Companies will hold its annual 
convention June 22-23 at Hotel Bruns- 
wick, Lancaster. An educational pro- 
gram will precede the convention 
Thursday morning. Ira Laird Jr. of the 
Laird-Hagee general agency will dis- 
cuss unearned premium reserves, ar- 
son, and comprehensive personal lia- 
bility. 

E. Guy Bangs, secretary of Millville 
Mutual and president of the associa- 
tion, will give the administration re- 
port. Several committees will report. 
In the evening George A. McBride of 
Farmers Mutual of Marble will discuss 
new additional coverages and the 80% 
clause application. C. Jacob Speicher 
of Farmers Mutual of Robesonia will 
preside over an educational session 
that evening. H. K. Hamilton, Harris- 
burg adjuster, will treat benefits of 
standard policies and forms from an 
adjuster’s point of view. Clyde Nissley 
of Mount Joy Mutual will treat the 
same subject from the company view. 
Other Topics 

On Friday J. R. Grubb Jr. of Edu- 
eators Mutual will discuss A&S, Thom- 
as J. Finley Jr. of Pennsylvania Feder- 
ation of Mutual Companies will talk on 
problems faced by domestic mutuals, 
and Charles E. Norris Jr. of Pennsyl- 
vania Threshermens & Farmers will 
treat problems of fire underwriting. 

On Friday also there will be a dis- 
cussion of reinsurance for farm in- 
surers, and Ezra W. Harris of Briar 
Creek Farmers Mutual, will deal with 
standard policies and farm forms. 

In the afternoon R. P. Spang of 
Countrymens Mutual will report for 
the legislative committee, Mr. Harris 
will report on the insurance trust of 
the association, William Steinmetz of 
National Assn. of Mutual Insurance 
Companies will give an address, and 
Warren G. King of Donegal Mutual 
will talk on the new homeowners. 
The new form was approved for use 
in the state effective May 1. 





they not only picked the best of what 
we had, but wrote hundreds of thou- 
sands of new insured who had never 
bought coverage before. Because the 
direct writers could pick and choose 
only the best, their rates moved farth- 
er and farther away from the bureau 
companies. It wasn’t until almost 10 
years later that the staid bureau com- 





Yes, this agent is starting the right way. Why 
don’t you do the same? Call The Employers’ Life 
Manager today about Business Life Insurance... 
... for your agency, to protect the going bus- 
iness you’ve worked hard to build 
... for your clients, to serve them better by 
protecting the future of their businesses. 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 


panies started to yell “uncle.” One 
highly placed individual once told me 
that big wheels grind slowly. But to 
take 10 years to discover that the 
direct writers were taking the cream 
of the business away, is moving much 
too slow. Company executives could 
have learned the answers if they had 
stepped out of their offices into the 
market place and spoken to some of 
the agents. 

In any case we finally arrived at a 
situation where the agent, not the 
company, is feeling the pinch. But the 
agent can do nothing about it as long 


15 


as the bureau companies do not pro- 
vide the means. On one occasion they 
broadened coverage by issuing the 
family auto policy at a time when they 
were losing their shirts on auto busi- 
ness. Did they expect the direct writ- 
ers to sit still and be outsold? The 
agent was selling more coverage for a 
premium tied to a loss ratio based 
upon experience two to three yars old. 

So the companies came to the rescue 
of the agent. Only two years ago they 
realized that something had to be done 
They filed the special auto policy. But 


(CONTINUED ON PAGE 29) 





THE RIGHT WAY TO START 


Our new Business Life Insurance sales aids help 
you do the job. An attractive audio-visual sales 
presentation is available for your use. Our new 
Business Life Insurance manual helps you tailor 


the plan to your client’s need. 


Start today... the right way. Call The Employers’ 
Life Manager nearest you. 





SERVES Vou jeeese~ 





110 MILK STREET, BOSTON 7, MASSACHUSETTS 


ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 
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With the installation of the IBM “650” the 
Reliance planned-growth program takes a 
giant step forward. 


Our facilities for handling a large number of 
transactions daily are now greatly increased. 
To our agents this means speeded-up state- 
ments, plus the most efficient handling possible 
of business now-in-force. 


The ‘‘650’s” magnetic tape will preserve rec- 
ords in a small fraction of the space formerly 
needed. This newly freed space is reserved 
for your new business. 













YOUR ndependent 
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Symbols of Security and Service 


RELIANCE INSURANCE COMPANY 


401 Walnut Street, Philadelphia 6, Pa. 


UNDERWRITER 


| Conventions 
| 


June 18-21, Conference of Mutual Casualty 
Companies, management conference, Hershey 
Hotel, Hershey, Pa. 

June 18-21, Insurance Advertising Conference, 
annual, Equinox House, Manchester, Vt. 
June 21-23, Georgia agents, annual, General 

Oglethorpe Hotel, Savannah. 

June 22-23, Pennsylvania Assn. of Mutual 
Insurance Companies, annual, Hotel Bruns- 
wick, Lancaster. 


June 25-28, Consumer Credit Insurance Assn., 
annual, Sheraton Towers Hotel, Chicago. 
June 26-27, New Jersey mutual agents, annual, 

| Sussex & Essex Hotel, Spring Lake. 

June 26-28, Virginia agents, annual, The Home- 
stead, Hot Springs. 

June 28-30, Maryland agents, midyear, Stow- 
away Motel, Ocean City. 

June 29-3uly 1, Florida agents, annual, Fon- 
tainebleau Hotel, Miami Beach. 

July 4-6, International Assn. of Insurance 
Counsel, annual, Queen Elizabeth Hotel, 
Montreal, Canada. 

July 16-22, National Assn. of Claimants’ Com- 
pensation Attorneys’ Bar Assn., annual, 
Statler-Hilton Hotel, Boston. 

Aug. 6-10, Honorable Order of the Blue 
Goose, annual, Statler Hotel, New York City. 

Aug. 10-12, Louisiana mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 

Aug. 13-16, West Virginia agents, annual, The 
Greenbrier, White Sulphur Springs. 

Aug. 17-19, Texas mutual agents, annual, 
Texas Hotel, Ft. Worth. 

Aug. 20-22, Montana agents annual, Finlen 
Hotel, Butte. 

Aug. 21-22, South Dakota agents, annual, Mar- 
vin Hughitt Hotel, Huron. 

Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, La Fonda Hotel, Santa Fe, New 
Mexico. 

Sept. 7-8, Utah agents, annual, Newhouse 
Hotel, Salt Lake City. 

Sept. 7-9, New Jersey agents, annual, Traymore 
Hotel, Atlantic City. 

Sept. 7-9, New Mexico agents, annual, La 
Fonda Hotel, Santa Fe. 

Sept. 10-12, Kentucky mutual agents, annual, 
Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire agents, annual, The 
Balsams, Dixville Notch. 

Sept. 11-12, Minnesota mutual agents, annual, 
Pick Nicollet Hotel, Minneapolis. 

Sept. 14-15,, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 15-16, Minnesota agents, annual, Kahlor 
Hotel, Rochester. 

Sept. 16-20, Michigan agents, annual, Grand 
Hotel, Mackinac Island. 

Sept. 17-19, Indiana mutual agents, annual, 
Marott Hotel, Indianapolis. 

Sept. 17-19, Oregon agents, annual, Benson 
Hotel, Portland. 

Sept. 17-19, West Virginia mutual agents, an- 
nual, Frederick Hotel, Huntingon 

Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

| Sept. 17-20, International Claim Assn., annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 

Sept. 18-19, Vermont agents, annual, Wood- 
stock Inn, Woodstock. 

Sept. 20-22, Kansas mutual agents, annual, 
Jayhawk Hotel, Topeka. 

Sept. 20-22, Washington agents, annual, Chi- 
nook Hotel, Yakima. 

| Sept 25-27, National Assn. of Insurance Agents, 
annual, Dallas, Texas. 

Sept. 27-29. Society of CPCU, annual, Shera- 
ton Park Hotel, Washington, D. C. 

Oct. 1-4, National Assn. of Mutual Insurance 
Companies, annual, Statler Hotel, New York 
City. 

Oct. 3-5, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 


Oct. 5-6. New England mutual agents, annual, 
Wentworth-by-the-Sea, Portsmouth, N. H. 
Oct. 5-7, Arizona agents, annual, Bright Angel 

Lodge, Grand Canyon. 


Oct. 8-11, North Carolina agents, annual, Caro- 
lina Hotel, Pinehurst. 

Oct. 8-10, Missouri agents, annual, Governor 
Hotel, Jefferson City. 

Oct. 8-11, National Assn. of Casualty & Surety 
Agents and National Assn. of Casualty & 
Surety Executives, annual, The Greenbrier, 

| White Sulphur Springs, W. Va. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 15-18, National Assn. of Mutual Agents 
annual, Sheraton-Cadillac Hotel, Detroit. 

Oct. 16-18, Michigan mutual agents, annual, 
Sheraton-Cadillac Hotel, Detroit. 

Oct. 17-18, Massachusetts agents, annual, Shera- 
ton Plaza Hotel, Boston. 

Oct. 19-22, Colorado agents, annual, Broadmoor 
Hotel, Colorado Springs. 

Oct. 19-22, Kansas agents, annual, Broadview 
Hotel, Wichita. 

Oct. 22-24, Ohio agents, annual, Deshler Hilton 
Hotel, Columbus. 

Oct. 23-25, South Carolina agents, annual, Fran- 
cis Marion Hotel, Charleston. 
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King Is Advanced 
By American Home 


e American Home 





has elected Arthur 
O. King secretary. 
He is head of A&S 
activities of Amer- 
ican Home. He 
joined the compa- 
ny earlier this 
year, having been 
w ith Continental 
Casualty at Chica- 
go. He is a mem- 
Arthur O. King + = Wisconsin 
r Assn. 


Would Raise R. I. Tax 


The Rhode Island house has ap- 
proved a measure that will raise the 
state tax on premiums from 2% to 3%. 
The increase is part of a program sup- 
ported by Gov. Notte and offered as a 
substitute for a rejected state income 
tax proposal. Despite insurers’ warn- 
ings that passage of the bill would in- 
voke the retaliatory provisions of laws 
in 41 states, it was voted 53 to 22. 


St. Paul Honors Insurance 

More than 300 business and civic 
leaders attended a luncheon observing 
Insurance Recognition Day at St. Paul. 
A talk on highway safety was given 
by the luncheon speaker, Russell I. 
Brown, president of Insurance Insti- 
tute for Highway Safety. The city is 
the headquarters for 15 insurance com- 
panies which invest $49 million in the 
state’s industries and communities an- 
nually and contribute $5 million in 
taxes, and provide an $18 million pay- 
roll. 
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Southwestern Indemnity 
Names Orr Secretary 


Southwestern Indemnity, subsidiary 
of Preferred of Grand Rapids, has 
named Roy L. Orr 
secretary. 

Mr. Orr joined 
Southwestern ear- 
lier this year as 
agency supervisor 
and has since been 
responsible for the 
establishment of 
an entirely new 
Texas agency sys- 
tem for the com- 
pany. 

From 1952 to 
1956 Mr. Orr was 
fire underwriter for Trinity Universal. 
In 1956 he went with Pacific National 
Fire as special agent in Texas. 


North Central Ind. A&H 


Assn. Llects Phillips 


Robert Phillips, Mutual of Omaha, 
has been elected president of North 
Central Indiana (South Bend) Assn. of 
A&H Underwriters. He succeeds H. C. 
Overgaard, Woodman A.&L. 

New vice-presidents are Edward 
Perkins, Hartford Accident; Arthur 
Gayman, Prudential; and James’ Loo- 
mis, Associates Life; and Howard W. 
Snyder, Woodmen A.&L., is secretary- | 
treasurer. 





Roy L. Orr 


Morse Is Allstate Credit Manager 
Allstate has appointed Bernard H. 
Morse credit manager of the special | 
accounts division. He has been credit 
manager of the Material Service divi- 

sion of General Dynamics Corp. 

















Swett & Crawford 


ROYAL-GLOBE’S new apartment 
house policy plus boiler and 
machinery, with savings up to 20% 


Royal-Globe has pioneered this new dimension in 
packaged coverage. Royal-Globe agents are first in 
offering the new apartment house owner's policy with 
a BIG PLUS: boiler & machinery coverage, designed and 
introduced by Royal-Globe, tailored for apartment 
house owners and motels, and subject to the same com- 
petitive rate reductions (up to 20°/o) as the rest of the 
policy. Call your Royal-Globe fieldman for more infor- 
mation about this BIG PLUS policy which is now avail- 

[ov Slop, 


able in many states. 

| _fia, 

ROYAL-=-GLOBE 
INSURANCE COMPANIES new york 38. New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL4NDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 





INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Terms Local Agent A ‘Sleeping Giant’ 


(CONTINUED FROM PAGE 6) 
not be heedlessly thrown out. 

Mr. Jacobs, after noting that mar- 
keting is rapidly becoming the primary 
concern of all American business and 
industry, said this country’s insurance 
industry is no longer operating in a 
controlled climate of relatively stable 
rates and comfortable isolation from 


the public it serves. Rates, products, 
methods of distribution—all have been 
challenged in the fifties; and they will 


be challenged and changed in the six- 
ties. The market place for the per- 
sonal lines, especially, has changed 
drastically within the past decade, Mr. 
Jacobs stated. New threats emerge: 
Marketing through gasoline service 
station chains, financing through night 
club and hotel credit card plans, and 
increasingly heavy solicitation directly 
by mail. 

Both the traditional stock companies, 
and the majority of the mutual com- 
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Year-round symbols of Hartford Agent 


panies, have been vulnerable targets 
for the revolution in auto insurance, 
and, he said, he can’t help but wonder 
whether commercial lines will be im- 
mune from the revolution in the mar- 
ket place. 

Mr. Jacobs asked: ‘Will the second 
largest merchandising organization in 
the world—flush from its success in 
across-the-counter sales of tires, bat- 
teries and auto insurance—overlook 
the opportunity in commercial lines? 
Can the merchandising giants afford 
to ignore the opportunity to insure the 
truck fleets, the plants, and the out- 
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FALL 
Home inspection during Fire Prevention Week 


THE HARTFORD 


INSURANCE GROUP 


Hartford 15, Connecticut 


WINTER 
Tagging Christmas trees with safety tips 


COMPANY * 
INSURANCE COMPANY + 





AN esa 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD LIFE INSURANCE COMPANY + 
CITIZENS INSURANCE COMPANY OF NEW JERSEY + 
YORK UNDERWRITERS INSURANCE COMPANY + TWIN CITY FIRE INSURANCE COMPANY 











SPRING 
Helping with local Spring Clean Up 


¢ HARTFORD ACCIDENT AND INDEMNITY 
HARTFORD LIVE STOCK 
NEW 
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put of the manufacturers from whom 
they buy? Will other, highly flexible 
independents miss one-half the total 
property and casualty insurance mar- 
ket in their growth plans?” 

Looking ahead, Mr. Jacobs said, it 
would seem obvious that those in the 
agency system must get as close to the 
ultimate consumer’s needs as possible 
—in product, in service, and in rates, 
Equipped For Leadership 

Mr. Flanagin said that while there is 
much talk about the “marketing rev- 
olution” taking place in the fire and 
casualty business, he believes it is 
really a fast moving evolution. Fur- 
thermore, mutual companies are par- 
ticularly well adapted to take a role of 
leadership in this evolution. 

Why? he asked. Because every mu- 
tual company evolved out of the de- 
mands of the market place, instead of 
being organized by stockholders with 
an eye to capital gains and dividends, 

However, he stated, over the years, 
the mutuals have tended to lose some 
of this intimate contact with the mar- 
ket. Rapid growth and sheer size of 
many mutual companies is one reason; 
others being the increasing complexity 
of the business; inflation; the difficulty 
of securing adequate rates; rising 
claims costs; automation and its im- 
pact on data processing; tax problems, 
and the complexity of investment pro- 
grams. 

Any long-range planning must not 
remain static, he said. The business 
is changing much too quickly for that. 
But some definite objectives will in- 
evitably serve as valuable guides, sub- 
ject to change, within which a mar- 
keting program can more effectively 
function. 


Lists Six Points 

At least six points are involved in a 
marketing program, Mr. _ Flanagin 
stated: Market research, product plan- 
ning, pricing, forecasting, advertising 
and promotion, and selling. 

Three fundamental principles par- 
ticularly apply to this last point. Com- 
munications are vital. Through bulle- 
tins and through meetings, the field 
force must be kept informed of the 
marketing programs and _ objectives. 
Training is essential to enable agents 
to capitalize on their opportunities. And 
strong motivation—to insure intensive 
and enthusiastic work is needed. 

Most mutual men seem to feel that 
competition primarily comes _ from 
other mutuals, Mr. Flanagin suggested. 
However, he firmly believes that some 
of the stock companies which are de- 
veloping modern marketing programs 
are rapidly becoming the keenest com- 
petition. 

Much has been said about direct 
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billing. His own company has found 
that in certain states, a direct billing 
program at the present time would of- 
fer little or no appeal; on the other 
hand, in certain other states, the appeal 
already is fairly substantial, he noted. 

Mr. Flanagin said that large or 
small, every agency mutual company 
must acknowledge and apply the six 
basic principles of marketing if they 
are to take full advantage of their op- 
portunities in the future. Whether they 
do so formally with a whole set of new 
titles for their marketing executives is 
not important. What is important is 
that they recognize the importance of 
marketing; if they do so there will be 
no doubt that mutual companies can 
take the role of leadership in the mar- 
keting evelution in the business. 


Hartford F ire Promotes 


Robert L. Snediker has been pro- 
moted from manager at Omaha to the 
newly created position of agency su- 
perintendent for casualty operations at 
Minneapolis. Floyd H. Mankameyer, 
formerly at Kansas City, succeeds Mr. 
Snediker. Harold F. Knisley has been 
transferred as casualty superintendent 
from Detroit to Denver to succeed 
John J. Butler Jr. who has been ap- 
pointed to the casualty underwriting 
department at Minneapolis. 

Mr. Snediker joined the company in 
1940. He later became underwriter and 
was successively special agent and as- 
sistant superintendent of the bond de- 
partment before his promotion in 1957 
to manager at Omaha. He is past pres- 
ident of Omaha Casualty & Surety 
Club and chairman of Nebraska as- 
signed risk governing committee. 

Mr. Mankameyer has been with the 
company at Kansas City since 1941. Ap- 
pointed assistant superintendent of the 
auto department in 1943, he was later 
made special agent and became agency 
superintendent in 1954. 

Mr. Knisley went with the company 
as supervising underwriter at Detroit 
in 1953. He was named superintendent 
of the casualty department there in 
1956. 

Mr. Butler joined the company at 
New Orleans in 1952 and was promoted 
to casualty superintendent at Denver 
in 1958. 


Ricketts, Tex. AR Head, 


Retiring: Begeman Named 

R. V. Ricketts, manager Texas Motor 
Vehicle Assigned Risk Plan, will retire 
Oct. 1 due to reasons of health, and he 
will be succeeded by Herman L. Bege- 
man. 

Mr. Ricketts has been manager since 
1952, and prior to formation of the plan 
he was assistant manager of Automo- 
bile Service Office for nine years. He 
has a background of 34 years in insur- 
ance, 

Mr. Begeman has been with the Tex- 
as board of insurance since 1946 and is 
director of automobile insurance. 


N.C. Women Convene 


The annual convention of North 
Carolina Assn. of Insurance Women 
was held at Grove Park Inn in Ashe- 
ville. Guest speaker was Carlton 
Thomas, public relations director of 
North Carolina Assn. of Insurance 
Agents. 

S. N. Nelms, Atlanta agency, has 
merged with the insurance department 
of the Lakewood branch of Lipscomb- 
Ellis. Officers of the organization, to be 
known as Nelms agency, are S. L. 
Nelms, president; Rutherford L. Ellis, 
vice-president, and Lewis Johnson, 
secretary-treasurer. 


HieNATIONAL UNDERWRITER 


Safety Engineers Hear 
Guy Mann At Annual 


More than 50 accident prevention 
specialists at the annual conference 
for administrative engineers in New 
York heard Guy E. Mann, senior vice- 
president Aetna Casualty, outline how 
changes in concepts of the business 
have altered the role of the casualty 
engineer. The conference is sponsored 
by Assn. of Casualty & Surety Com- 
panies. 

Today the emphasis is on accident 
prevention rather than on reimburse- 






won the battle. 


to you. 





ment for accidents that have occurred, 
Mr. Mann said. The engineer is no 
longer only an inspector, but also a 
full partner whose services are in- 
volved in the company’s success. He 
suggested that engineers will event- 
ually earn full corporate stature. 

Mr. Mann stressed that of all insur- 
ance representatives, the engineer has 
the most opportunities for constructive 
contacts with business and industry 
managers. The capable engineer can 
serve his company by intelligent han- 
dling of its product and by sensitivity 
to the product’s impact on the buyer. 


you're 
doing 
great, 
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Indiana Blue Cross 

To Cover Home Care 
Indiana Hospital Service (Blue 


Cross) has extended benefits to cover 
post-hospital home care to non-group 
subscribers. This is the first time a 
Blue Cross organization has provided 
home care coverage on a large scale. 

The new certificates will cover vis- 
iting nurse service, use of surgical and 
orthopedic appliances, hospital beds 
and traction equipment and 80% of 
the cost after the first $10 of drugs 
purchased on prescription. 
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are you 


going 
to finish? 


You've made the uphill fight against rising costs a successful one, by adopting modern techniques and 
procedures to increase the efficiency of your company’s insurance operations. But until you apply the same 
motivation to such non-insurance functions as forms printing, handling and distribution, you haven't really 


Companies of all sizes, operating both nationally and regionally, are using Uniform’s exclusive Golden 
Circle System today for the savings, efficiency and speed it introduces to the management and distribution 


The six Golden Circle System services... forms design, printing, storage, imprinting, distribution and inventory 
control...can be combined to streamline your policy and forms handling operations, too. Find out now 
about the savings in time, cost and space which today’s most modern forms handling method can bring 
Get the facts in the CASE from your 


Uniform Representative. ‘ = 
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HieNATIONAL UNDERWRITER 


Agent Views Future In “Want Ad’ 


An agent in the southwest writes: 

If I was a young college graduate or 
a local agent with 20 to 30 more work- 
ing years to look forward to, I would 
be tempted to place the following ad- 
vertisement: 

“Wanted: Local agent wishes to rep- 
resent a progressive fire and casualty 
company. I will place all of my busi- 
ness with your company. For lines you 
do not write, you can assist me in 
placing these with other companies. It 


is my goal to place $150,000 premiums 
per year with you. I will underwrite 
the business at a local level. Any sub- 
standard business will be written on 
application, subject to company ap- 
proval. I will be active in local civic 
affairs and conduct my business to se- 
cure the respect of other business men. 
I will advertise the fact that I only 
represent one company. 

“For placing all of my business with 
your company, I would ask the fol- 


lowing of you: 

“1. Security: Pension plan, stock 
purchase plan, group life and hospital- 
ization insurance. I want fringe bene- 
fits based on my production, not based 
on my loss ratio. I want the loss ratio 
kept low by underwriting each policy, 
before it is written. I do not ask for a 
contingent. 

“2. I want direct company billing of 
all policies. The only thing I want in 
my office is a pad of applications. The 
company will write the policy and 
send bills for renewals. I want budget 
plans: Annual, semi-annual, quarterly, 





In the past 7 years, Afco 
has financed over $300 million 
of premiums for independent 
agents all over the country. 


You—the local independent agents 


and brokers—are our exclusive 


customers. We have helped thousands 
of you to increase sales and commissions, 


save on operating costs through 
Afco’s down-to-earth budgeting 


of individual and commercial premiums. 
Your own quality service plus monthly- 
payment merchandising give you an unbeatable 
weapon in your fight against price competition. 


Just contact the manager of the Afco office 
nearest you. 










ATLANTA 


BALTIMORE 

201 E. Baltimore St., Baltimore 3, Md. 
CHICAGO 

327 So. La Salle St., Chicago 4, Ill. 
KANSAS CITY 

P.O. Box 8788, Kansas City 14, Mo. 


1182 W. Peachtree St., N.W., Atlanta 9, Ga. 





LOS ANGELES 

548 So. Spring St., Los Angeles 13, Calif. 
MIAMI 

1036 S. W. First St., Miami 36, Fla. 
NEW YORK 

100 William St., New York 38, N. Y. 
SAN FRANCISCO 








142 Sansome St., San Francisco 4, Calif, 
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and monthly. 

“3. Ownership of renewals: I want 
my group life policy to be adequate to 
pay a widow for purchase of the busi- 
ness by the company... for partner- 
ships. .. for a son coming into the bus- 
iness. It would take pages to go into 
detail on this. 

“4. I want the company to set as a 
goal for all agents a minimum annual 
premium volume of $150,000. I want 
the company to eliminate agents who 
do not intend to try to reach this goal. 
For example, eliminate the part-timers, 

“5. I want the company to have a 
forceful sales department. The sales de- 
partment should be important enough 
to be supervised by a vice-president. 
I want the same sales incentives other 
large corporations in other businesses 
now give their salesmen. 


Wants Specialists 


“6. I want to eliminate the title 
‘field man.’ I want specialists: Fire 
specialist, casualty, sales, etc. The 


specialist does not have to call on me } 
each month. I want him in the home 
or regional office where I can reach 
him when needed by phone or letter. 

“7. I demand company adjusters. I 
want the company to train me to han- 
dle routine claims. With proper instruc- 
tion and company supervision, I should 
be able to handle 75% of the claims I 
have. 

“8. I want my company to call a 
meeting of all companies. The purpose 
of this meeting is to have a rapid re- 
turn to the basic fundamental purpose 
of insurance: Coverage against the dis- 
aster type loss. Mandatory deductible 
must be immediately placed on all 
policies (except liability) to stop the 
claim crazy mess we now have.” 

The agent-author of the foregoing 
“advertisement” observes that if any 
company answered and fulfilled the 
conditions, it would be bitterly opposed 
by thousands of agents and their as- 
sociations. Nevertheless, this agent pre- 
dicts that any companies still writing 
business 10 years from now will have 
an operation based on the exact pro- 
cedures he has described in his hypo- 
thetical advertisement. 


Has Insurance Booklet 
For Service Stations 


The marketing division of American 
Petroleum Institute has released a 
booklet, Liability and Property Insur- 
ance for Service Station Dealers, de- 
signed to help the dealer understand 
the insurance requirements of his busi- 
ness. The publication may be obtained 
at 30 cents a copy from the institute, 
1271 Avenue of the Americas, New 
York. 


EXCESS 
SURPLUS 


LINES 


Finest American & Foreign 


Markets including Lloyd’s 
UNUSUAL INSURANCES 


Since RR | 1902 


Meeker: Magner 


Insurance Exchange « Chicago 4 
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Insurance Agents 
Assn. of New Ro- 
chelle took the 
London Assurance 
public relations 
trophy at the an- 
nual meeting in 
Syracuse of the 
New York associa- 
tion. Receiving the 
award is Ray Port- 
er, director of the 
New Rochelle 
group, second from 
right. London As- 
surance represent- 
atives, from left, 
are Frank O’Brien, 
state agent in sub- 


urban New York; Fred C. Saal, assistant secretary, and Walter Meiss, retired 
U.S. manager. The award has been made by London Assurance for 20 years. 





N.J. KOs Cancellation For 
Misrepresentation On Auto 


The appellate division of New Jersey 
superior court has ruled that an insur- 
ance company waives the right to can- 
cel on the grounds of alleged misrep- 
resentation when it undertakes de- 
fense of its client in a death suit. 

Merchants Indemnity sought to re- 
scind an auto liability policy on the 
grounds that insured had misrepresent- 
ed ownership of a car involved in an 
accident in which a passenger was 
killed. The passenger’s administratrix 
started the death suit against insured, 
who turned the papers over to Mer- 
chants Indemnity. The latter began de- 
fense of the suit but also instituted an 
investigation which showed that in- 
sured’s brother, a minor, had paid for 
the car but that insured had claimed 
ownership to continue the policy in 
force. 


LaSalle Casualty Buys 


Buchanan Agency Of Peoria 


LaSalle Casualty of Chicago has 
purchased W. P. Buchanan & Co. agen- 
cy of Peoria. The Buchanan agency will 
become the LaSalle-Peoria branch of 
LaSalle Casualty and will furnish un- 
derwriting and claim services for cen- 
tral Illinois. 

Pauline A. Greenwill, who has been 
with the Buchanan agency for 15 years, 
has been appointed branch manager of 
the LaSalle-Peoria office. 

William P. Buchanan, owner of the 
agency, has announced his retirement 
in order to devote full time to business 
interests in Chicago. He will specialize 
in real estate and related matters. 


Probe S.C. Insurer 


Commissioner Cravey of Georgia 
has ordered National Fidelity of Spar- 
tanburg, S.C., and its president A.D. 
Cudd Jr. to show cause why its Geor- 
gia license should not be revoked or 
suspended because of the company’s 
financial condition. A hearing was 
set for this week. It has been re- 
ported that the commissioners of Ala- 
bama, Florida, Kentucky, and Tennes- 
see, as well as Commissioner Austin of 
the company’s home state, are looking 
into its affairs. 


Nationwide Mutual Promotes Doulin 

John T. Doulin has been appointed 
director of operations communications 
for Nationwide Mutual. He _ joined 
the company in 1943 as a claims man 
in Albany, and later served as public 
relations manager in the metropolitan 
New York regional office at White 
Plains. He moved to the home office in 
1958 and was named communications 
manager the following year. 


F.4G. Underwriters Names 
Sayre & Toso In Cal., Nev. 


Sayre & Toso has been appointed to 
represent Fidelity & Guaranty Un- 
derwriters as general agents for fire 
and allied lines, including homeowners 
and inland marine, in California and 
Nevada. 
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NATIONWIDE SERVICE 


PRINCIPAL OFFICES: 


LOS ANGELES-BOISE-MINNEAPOLIS 
SAN FRANCISCO-DALLAS-CHICAGO 







Home Office: Menlo Park, California » WORK Y & SURETY BONDS » through agents and brokers 











Geo. F. Brown & Sons, Inc. has one of the 
very few completely installed electronic 
computer systems in the industry. This sys- 
tem allows us to give you faster claim serv- 
ice and the all important factor of faster, 


more accurate figures for 


ings, etc. Even though we have the latest 
electronic equipment, we have not over- 
looked the importance of top-notch per- 
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sonnel gathering the data and assembling 
it in order to provide the best service pos- 
sible to our accounts. 

Our markets are world-wide and offer pro- 
ducers a full scope of coverage for their 
commission, bill- needs. For your particular problem in Fire, 
Public Liability, 


Professional Indemnity, and all forms of 


Automobile, Accident, 


Special Risks, write or call us. 


GEO. F. BROWN & SONS, INC. 


175 W. Jackson Blvd. ° 


Chicago 4, Illinois ° WAbash 2-4280 
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Penni In Hard Look At One Stop Selling 


One stop service does not mean “one 
stop company service” but ‘one stop 
brokerage service.” It means buying 
for the customer what he would buy 
for himself if he had the broker’s 
knowledge and facilities. This view 
was advanced and elaborated upon by 
Samuel O. Penni Jr., Boston, president 
of Insurance Brokers Assn. of Massa- 
chusetts, in an address to Assn. of Cas- 
ualty & Property Underwriters of 
Boston 

Mr. Penni stressed that his opinions 





were personal in teeing off on the 
proponents of the idea that all the in- 
surance a customer needs must be 
supplied by one company. Based on 
his observation, there is a wide public 
acceptance of the advantage of one 
stop buying from a good brokerage of- 
fice. 

The customers of Mr. Penni’s firm 
expect it to seek out the policy and 
the company best suited to their indi- 
vidual needs. Moreover they expect 
Mr. Penni’s organization to choose the 





best policies in the various categories 
and to place them with companies 
that are equipped to provide special- 
ized services. 


Eyes Various Segments 


With regard to fire and casualty 
companies operating under the agency 
system, Mr. Penni sees no customer 
demand that they become multiple 
line or multiple-multiple line. 

The fire and casualty direct writers 
present a different picture. If a buyer 
chooses to obtain coverage from a di- 
rect writer and wants all his coverage 


That’s America’s theme song today — Go, Go, Go. Why not have people go to you before they 
go away? Travel Accident Baggage gives you the perfect excuse to keep in touch with your 
accounts every year. It’s fast. It’s easy. And it can very often lead to other business that you 
might have missed. Make sure your next mailing carries an Aetna T.A.B. folder. You’ll be 
pleased with the plus business that comes your way. 
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on a one stop basis, it would seem that 
this type of company would have to 
develop extra facilities to fill that 
need. Some people will accept this 
one company idea, but only because 
they don’t know any better, in Mr. 
Penni’s judgment. They cannot expect 
to receive the best of everything from 
one insurer. The best they can hope to 
achieve is average coverage with av- 
erage rates. But they will have to do 
without professional advice and serv- 
ice. 


Life Company Threat 


Life companies pose still another 
problem. The vast majority of life 
agents are housed by the company 


and use its facilities. They have very 
limited or no vested renewal com- 
mission rights. Their business is not 
salable. Apart from the fact that they 
are allowed to broker business not ac- 
ceptable to their company, they are, 
by the independent producer’s stand- 
ards, operating close to the direct wri- 
ter or captive agency system. They are 
actually more “captive” than the di- 
rect writer agent because the product 
they sell is intrinsically non-transfer- 
able. 

Mr. Penni is “unenthusiastic” about 
the entry of life companies into the 
fire and casualty business. Since the 
methods and business philosophy of 
life companies in his view are the 
same as those of direct writers, he 
wonders if the fire and casualty oper- 
ation under a life setup will also be 
direct writing. He also wonders if this 
will lead to the licensing of thousands 
of agents whose main interest will be 
just to get a policy on the books. Mr. 
Penni doubts that the customer will 
receive professional treatment under 
these circumstances. 


N. H. Agents Change Dates 


At its May business meeting New 
Hampshire Assn. of Independent 
Agents voted to change its annual 
meeting from September to May, June 
or July and its midyear meeting to Oc- 
tober, November or December. The 
change is intended to allow the pres- 
ident elected at the annual to have 
more time in office before attending 
the NAIA convention. 


First Surety Corp., Burbank, Cal. 
has filed with Securities & Exchange 
Commission a statement for registra- 
tion of 736,493 shares of capital stock 
to be offered for public sale by the 
holders thereof. The company owns all 
the guarantee stock of Surety Savings 
& Loan Assn. of California. It also 
operates an agency for fire and related 
coverage required by mortgage holders. 
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Malpractice 


You can depend upon our specialized 
experience in this highly technical field 
of liability coverage. 





Competitive Rates For 


Hospitals 
Sanitariums 
Nursing Homes 
Physicians & Surgeons 
Beauty Shops 


Win. K. O'Connor & Co. 


53 West Jackson Blvd. 
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Chicago 4, Ill. 
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Doctors Advised To 
Take Action In 
Hospital Cost Crisis 


Unless physicians take intelligent 
action now, the hospital cost crisis will 
turn into a crisis for private medicine 
—probably its last. 

This grim prophecy is one of the 
highlights in the special issue of Medi- 
cal Economics entitled “The Hospital 
Cost Crisis.” 

The 10 articles are prefaced with 
the warning that the subject is “criti- 
cally important” and that to bring out 
the special issue “later may be too late 
for doctors to act on it.” 

Other highlights of the issue: 

Hospital costs are doubling every 
eight or 10 years. By 1970, the price of 
a day in the hospital may rocket past 
$60. 

The biggest causes of this cost crisis 
are patients’ demand for more and 
better care; more hospital workers 
hired at higher wages; and the popu- 
lation explosion. 

The public puts most of the blame 
for booming hospital costs on the doc- 
tor. But while this doesn’t tie in with 
the above facts, the doctor is in a posi- 
tion to “control some controllable fac- 
tors that he hasn’t controlled well 
enough to date.” 

Doctors can personally apply a num- 
ber of crisis-averters. The authors of- 
fer 21 in the final article. 


Royal-Globe Changes 


Royal-Globe has appointed William 
C. Bock casualty manager at Albany to 
succeed John C. Bastian Jr., who has 
been transferred to Pittsburgh. Mr. 
Bock joined the company in 1950 and 
worked in Missouri and Kansas. Since 
1959 he has been in home office ad- 
ministrative training. 

Thomas B. Grayson has_ been 
named boiler and machinery special 
representative for Texas, Oklahoma, 
Arkansas and Louisiana, with head- 
quarters at Dallas. 

George F. Mann Jr. has been ap- 
pointed special agent at Houston to as- 
sist John W. Stevens, state agent. Mr. 
Mann has completed two years train- 
ing at New York and Dallas. 


Harleysville Mutual Names 
Pa. Field Representative 


Harleysville Mutual has appointed 
Donald J. P. O’Brien field representa- 
tive for Philadelphia and Montgomery 
County, Pa., with headquarters at the 
home office. He is joining the company 
after five years in Philadelphia and 
Bucks County as special agent for Re- 
liance. Before that he had been casual- 
ty manager of McAuliffe & Baer, Phil- 
adelphia agency. He entered the busi- 
ness with Manufacturers Casualty and 
became assistant superintendent of 
underwriting of that company. 


AFIA Appoints Two 


American Foreign Insurance Assn. 
has opened a new office at Marseille. 
Managed by Raymond Salze, the office 
will be under the supervision of the 
Paris control office. 

Gordon B. Gillham has been ap- 
pointed manager at Calcutta. He had 
been an assistant agency manager at 
London. 


John. S. Blue, Rensselaer, Ind., 
agent, has purchased the Schwanke 
agency of De Motte, Ind., from Dale W. 
Schwanke, who has operated it for 11 
years. Miles J. Devine will manage the 
DeMotte agency. 


HieNATIONAL UNDERWRITER 


Sees Conversion To 
Non-Can As Big A&S 


Market In Five Years 


The biggest market for health in- 
surance in the next five years will be 
in the conversion of the 81% of all ex- 
isting insurance on a commercial basis 
into some form of non-cancellable, J. 
Kenneth Wylie, director of health in- 
surance sales General American Life, 
told members of St. Louis Assn. of 
A&H Underwriters. He also predicted 
that by 1965 most new business would 
be issued On a non-can basis. 

Since everyone in the industry is 
anxious to keep the federal govern- 
ment out of insurance, there is noth- 
ing better to prevent government in- 
tervention than the continuation of 
existing insurance through adequate 
and reasonable renewal provisions, 
Mr. Wylie declared. 

He pointed out that of the $6.5 bil- 
lion of health insurance now written, 
one-third is through Blue Cross and 
Blue Shield, one-third under group 
plans and the remaining third in indi- 
vidual policies. Of the individual pol- 
icies, 81% is written under a commer- 
cial basis, and 8% of this is guaranteed 
renewable only as to age. Another 6% 
is non-can with certain restrictions 
while only 5% is renewable for life. 
The public as well as the industry is 
aware of the need for non-can protec- 
tion for life, he said. 

In the next five years, 85% of health 
insurance will be sold on a program 
rather than a package basis. The cov- 
erage will be supplementary to exist- 
ing protection and will take into con- 
sideration provisions for social securi- 
ty. 

Companies, he said, will be expected 
to bring out new disability policies and 
different formulas will be used to 
solve the needs for protection. The 
prospect will be able to tailor a prog- 
ram to fit his own particular need by 
eliminating certain periods from the 
maximum protection he needs. In 
short, he will be able to determine just 
how long and how much the policy 
shall provide for. Mr. Wylie forecast a 
golden future for the agent with a 
good guaranteed renewal contract and 
who knows how to sell it. 

International Automobile Insurance 
Exchange of Indianapolis has been li- 
censed in Washington. 
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“We covered a rodeo for a $1,250 premium 


with St. Paul’s Rain 


“We're not big-city agents used to 
dealing with big-city exposures, but 
when the unusual came up—there was 
the St. Paul ready to help us!”’ write 
St. Paul Agents Dick McAfee and 
Charlie Ricke, Mercedes, Texas. 


ance... 
premium.” 

You, too, will be pleased with the 
St. Paul because in it you have a full 
multiple-line facility. One company 
offering MultiCover, Umbrella and 


Insurance’ 


closed the sale for a $1,250 


Multiple Coverage Plans. 


*‘A rodeo company wanted a guarantee 
on gate receipts for 5 performances. 
We suggested St. Paul’s Rain Insur- 


HOME OFFICE 
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Underwriting Inferior Risks Poses Problems, 


(CONTINUED FROM PAGE 2) 
workable flood insurance program, he 
said. Here was a classic example of 
the need for a broad and rigid clas- 
sification and rate structure. But un- 
fortunately the combined talents of 
those in government and _ insurance 
were not persuasive enough to make 
those who had their homes or fac- 
tories on top of a hill want to volun- 
tarily share the risks of others who 
found themselves near the bottom of 


the hill or alongside a stream. Thus, 
valiant efforts went for naught in 
meeting the challenge of risks of in- 
ferior quality. Mr. Isaacs hopes that 
attempts will be made again to find a 
workable and equitable solution. 

However, he added, much progress 
toward making proper insurance pro- 
tection easily available has been made 
in several areas. 

The life insurance business long has 
pointed the way toward the success- 














“You’ve been here a month, 


Opportunities 


ful handling of substandard risks. The 
rating systems and underwriting tech- 
niques have been so perfected as to 
enable them to handle virtually every 
life insurance applicant. Those in sub- 
standard health and those in extra 
hazardous occupations are rated up, 
thereby balancing out the increased 
underwriting exposure assumed. While 
this seems a very simple, almost an 
elementary device, its development 


was quite gradual and productive of 


now, Miss Mead, and 


that’s not the way we handle complaints on claims!” 


Let’s face it; complaints on claim service 
can’t be launched into outer space. But they 
can be kept to a minimum. That’s why Bi- 
tuminous maintains a field force of loss ad- 
justers that has the knowledge—and the 
authority —to make the adjustment right, 
and right now. Prompt, fair-and-square claim 
service combines with topnotch engineering, 
flexible, open-minded underwriting and on- 
time payroll audits to give agents a really 
competitive edge on workmen’s compensation 
and liability coverages. See your nearest Bi- 
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tuminous branch man and get the complete 
Bituminous story. 
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periods of pain for life agents. 

It is, he said, insurance statesman- 
ship of the highest order that under- 
writers now are successfully offering 
broad A&S coverage benefits to sen- 
ior citizens. This mighty effort began 
a scant five years ago. Yet the magic 
cost-cutting potentialities of electronic 
computers and accessory devices are 
being utilized to enable insurers to 
return as benefits upwards of 85% of 
premiums received. 

Business statesmanship took another 
great step forward in Connecticut 
when enabling legislation was passed, 
effective last April, permitting com- 
panies to join in the laudable project 
of offering low cost health insurance 
to persons over 65. This project con- 
templates only the barest margin for 
profit. This seems to Mr. Isaacs quite 
regrettable under a free enterprise sys- 
tem. But the project illustrates how 
the underwriting challenge can be suc- 
cessfully met on risks of inferior qua- 
lity. Happily, individual agents are dis- 
covering that their newly found ability 
to insure senior citizens is attracting 
the placements of many forms of in- 
surance by sons and daughters osten- 
sibly out of a sense of loyalty and 
appreciation for having met the pro- 
tection problem of their parents. 


Poor Fire Risks 


A present and continuing challenge 
exists in fire and extended coverage, 
he said. Sentiment is being generated 
in the minds of both producers and 
the public for the creation of a pool or 
assigned risk plan for coverage against 
loss of physical property. An effort 
was made in the Massachusetts legis- 
lature to establish such a plan for fire 
insurance on property in congested 
areas of Boston where there has been 
a high incidence of fires. This ap- 
proach does not seem to constitute a 
proper matching of classification and 
adequacy of rate in meeting the chal- 
lenge of risks of inferior quality. 

Some eight months ago, he reported, 
there was an industrywide effort to 
provide an open coverage market for 
risks meeting acceptable standards, 
irrespective of the geographical area 
in which they were located. It seems 
regrettable that this voluntary inspec- 
tion and coverage program for fire and 
EC should come under question before 
its merits have been thoroughly tested, 
he declared. 

There have been other attempts over 
the country, notably in the Wilming- 
ton, N. C., coastal area, to require 
agents to accept on some sort of 
a quota or assignment basis, risks that 
seem unduly exposed to the elements 
or which have not been properly main- 
tained. Such abnormal exposures to 
loss simply cannot be assumed with- 
out a concomitant loading in rate 
across a broad base in order to per- 
mit the insurance principle to function, 
he said. The insurers are justifiably 
recalcitrant about the efforts of others 
to place their funds at risk without 
regard to proper spread of exposure 
and premium level. In these areas of 


TREATY + FACULTATIVE 
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UNDERWRITERS REINSURANCE SERVICE, INC. 
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insurance against fire, wind, and wave 
loss, the challenge remains. However, 
he believes that the competitive in- 
genuity of the business ultimately will 
produce a workable solution. 


Tax Concessions? 


Perhaps tax concessions in recog- 
nition of the catastrophic elements in- 
herent in many classes of risks will 
provide the underwriting stability and 
breadth of market that is so much 
desired, Mr. Isaacs suggested. For 
example, why would it not be both 
logical and proper for the federal tax 
authorities to sponsor appropriate leg- 
islation permitting each insurer to 
accumulate free of taxes premium 
funds earned in those areas of insur- 
ance risk, involving bona fide exposure 
to recurring catastrophic loss or where 
the interests of the general public 
seem to dictate the ready availability 
of protection? Perhaps a five-year lim- 
itation or a dollar restriction should 
be placed on this proposed tax shelter. 
It is illogical and inequitable to re- 
quire insurers to surrender as taxes 
to the federal government 52% or 
54% of premium accruing from catas- 
trophe loadings in rating formulas. 
Such premiums would better be seg- 
regated in the company’s surplus ac- 
count and husbanded against the oc- 
currence of the specific happening for 
which they were established. This 
would operate to maintain a more 
stable insurance market. 

Extra hazardous risk problems a- 
bound in automobile insurance, he 
noted. This area provides perhaps the 
greatest challenge of all in risk man- 
agement. Mr. Isaacs believes it can 
only be successfully and satisfactorily 
mastered through an all out, multi- 
pronged, fully coordinated and earn- 
estly united attack mounted by auto- 
mobile manufacturers and their sup- 
pliers, petroleum companies and fed- 
eral and state officials joining in a 
common effort with the life and cas- 
ualty insurance business and the med- 
ical and legal fraternities. 


National Disgrace 


He termed automobile accidents a 
national disgrace, even though the 
accident rate is slowly declining in 
relation to the increased number of 
automotive registrations and the ever 
higher annual total of miles driven. 


«He is appalled by the fact that in 1959 


about 10,000 of the 32,000 fatal motor 
vehicle accidents involved a drinking 
driver, and about 1,500 of the 5,700 
adult pedestrians killed in 1959 had 
been drinking. He questions the moral 
honesty of those who argue that their 
driving privilege should not be sus- 
pended or restricted irrespective of 
operating record because the use of a 
car is required to earn a living. 

The time long has passed for tough 
law enforcement and removal of chron- 
ic traffic offenders from the road, he 
declared. William S. Hults, New York 
motor vehicle commissioner, reported 
that traffic violations figured in all 
but 21 of the 2,088 traffic deaths that 
occurred in that state in 1960. 

Underwriters of automobile insur- 
ance understandably have become in- 
creasingly conservative in their com- 
mitments in the face of the horrible 
highway carnage, he observed. 


Dangers Of Selectivity 


As cautious business men, they have 
striven to become increasingly selec- 
tive and utilized the appeal of ex- 
tremely attractive premium rates to 
draw preferred business. This high 
degree of selectivity, plus the tardi- 
ness of certain departments in grant- 
ing adequate rates to insurers have 
combined to produce tremendous 
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growth in the automobile assigned 
risks— 3% of all of the registered 
vehicles in the U.S. This also means, 
he said, that the business has genera- 
ted some eight million animosities 
(counting four persons per family 
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unit). The owners of these 2,100,000 
units pay annual insurance premiums 
of $193 million. Yet year after year 
they produce tremendous losses for the 
companies. 

Efforts to improve the distasteful 
situation such as credits for voluntary 
underwriting of youthful driver risks, 
are mere palliatives rather than cures 
for the fundamental problems that 
lie behind the assigned risk system, 
he declared. Also, he said, the bus- 
iness has been far too timid in its 
search for an effective solution. Some 
solution must be found. The 1960 cen- 
sus shows that there are more than ic i @) Ss uU Cc ha A Ea : Ni A L. ¥ 
24 million teenagers in the country. 
By 1965 almost half of the private 





passenger cars will receive some oper- We've heard it said that competitive rates can’t, in the long 
ation by drivers under 25. The busin- run, be combined with quality insurance. 

ess positively must find a way, and 

quickly, to pleasantly accommodate the May we differ? 

insurance needs of this increasingly 

important segment of the population. Selected Risks provides a marketing program for capable 


Otherwise it can expect to have the 
matter taken out of its hands. 
net Rett prompt attention to the needs of policy-holders. 


agents that includes attractive rates, fine field services and 


There are some signs that the ex- Your inquiry is sincerely invited. 
treme selectivity of certain under- 
writing programs may be becoming 
self-defeating, Mr. Isaacs observed. 
A number of companies are rapidly 


approaching the conclusion that the SELECTED RISKS INSURANCE COMPANY 


surcharged risk may offer a greater 
opportunity for profit and for a higher ccs Naame hiiosnvinc ns 


margin of profit than risks which com- LICENSED IN: CONNECTICUT + DELAWARE 
mand discounts in rates up to 30 or DISTRICT OF COLUMBIA « MARYLAND «+ NEW JERSEY 
35%. Some managements have gone PENNSYLVANIA « RHODE ISLAND + WEST VIRGINIA 





so far as to organize separate com- 








panies to handle the more hazardous 
classifications. They now seem to be 
adopting the philosophy of life and 
A&S underwriters to pair off the in- 
creased risk exposure against a high- 
er manual rate level. 

No general pattern of surcharge 
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rate levels can be said to have em- 
erged thus far, he said. But currently 
there are 12 to 15 important compa- 
nies becoming active in this field. 
Other company managements are 
studying the problem. One important 
group, which has entered this market, 
appears to have adopted a rate tariff 
averaging approximately 33% higher 
than the rates charged by members 
and subscribers of National Bureau. 
A second underwriting group offers 
coverage at rates about 70% higher 


than those followed by National Bu- 
reau. In some instances, premium sur- 


NOUN 


SURANCE 
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charges may total as much as 250 to 
300% of National Bureau charges. This 
is apt to be particularly true where 
substantial limits of liability are de- 
sired. 


Positive Moves 


Mr. Isaacs regards these as posi- 
tive moves towards meeting the chal- 
lenge of handling risks of inferior 
quality. If coverage is conveniently 
available to most motorists, the mat- 
ter resolves itself into a business one 
of pricing the product. Certainly no 
one can honestly object to being ex- 


pected to pay an adequate premium 
for the insurance he needs and re- 
ceives. 

Use of seat belts merits vigorous 
support by the business, he said. Only 
recently, certain insurer executives 
privately voiced their belief in the 
worth of seat belts, but said that no 
cognizance can be taken of them rate- 
wise until there is experience to use 
as a guide. How then, he asked, did the 
business move almost en masse two 
years ago to grant the 10% compact 
car rate discount? That certainly is 
not yet statistically supported. 
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Mr. Isaacs urged _ relinquishment 
of the present philosophy of indem- 
nity in favor of relief of pain and 
suffering, cure, or rehabilitation. Why 
should not everyone in the adjust- 
ment process concern himself with 
the degree of recovery of the injured 
and freedom from pain and suffering 
rather than the size of possible in- 
demnity? 

He also suggested that the busin- 
ess consider extension of automobile 
medical payments to everyone who 
suffers injuries in an automobile ac- 
cident, i.e., to pedestrian victims or to 
passengers in another car rather than 
confining the coverage, as at pre- 
sent, to occupants of insured’s vehicle. 
Many benefits would flow from this. 
Such a voluntary fund would go far 
towards speeding the engagement of 
the finest medical advice, of prompt 
employment of plastic surgery, and 
of the utilization of therapy so that 
injured persons will be restored to 
health and usefulness more quickly 
and more economically. He believes 
actuaries would show this to cost a 
nominal premium. 


Majority Of Applicants 


Flunk New Indiana Exam 


Only 76 of 198 applicants received 
passing grades on the new and appar- 
ently tougher Indiana agents’ licensing 
examinations. The tests were the first 
given since last January when Com- 
missioner McClain took over the de- 
partment and suspended the examina- 
tions in order to revamp them and up- 
grade the licensing system. 

“It was a joke the way these tests 
were given in the past,’ Mr. McClain 
said. 

Before the revised examination was 
given, applicants were asked to check 
their “crib notes” and aids at the door. 
“One fellow turned in a copy of the old 
test with all the answers marked,” Mr. 
McClain said. 

A breakdown of results showed that 
21 passed and 32 flunked the general 
insurance agent’s exam, 42 passed and 
80 failed in health insurance, and 13 
out of 23 passed the solicitor’s test. 


Inaugurates Agents’ Schools 

Meridian Mutual has begun a series 
of 8-day sales technical schools de- 
signed to provide agents with technical 
policy information and sales methods 
and approaches. The schools will be 
held at the Indianapolis home office 
under the direction of Sales Training 
Director Robert Stanhope, and will con- 
sist of 56 classroom hours, plus home- 
work, in the fundamentals, rating and 
practice of casualty, fire, marine and 
allied lines; claims procedures and 
salesmanship. 

Detroit Adjusting Co. has moved to 
larger offices in the Yorkshire Build- 
ing, 16637 East Warren Street, Detroit. 
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Kit Has Tools For Motel Sales 


Employers  Li- 
ability has imtro- 
duced a new series 
of profit maker 
kits for producers. 
Pictured is the 
first in the series 
on motel coverage. 
It contains com- 
plete sales aids de- 
signed to assist 
agents from the 
time of initial con- 
tact with a pros- 
pect on through 
delivery of the 
policy. Included in 
the attractive 
package are a bro- 
chure’ explaining 
motel coverage; 
suggested direct 
mail letters; busi- 
ness reply cards; 
receipt for policies 
form; a_ proposal 
of insurance bro- 
chure; policy jack- 
et; specimen pol- 
icy, and endorse- 
ments and appli- 
cation forms. Also 
included is an 
article on the cov- 
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erage, reprinted from Employers Pioneer magazine. Each succeeding kit will 
have the same basic format and similar contents. The kits fit conveniently into 
standard office files. As the series continues, each Employers agent will 
aecumulate a comprehensive file of advertising and promotional materials 


on all lines of coverage. 


Crump Underwriters 
Named By Carolina Cas. 


Crump London Underwriters of 
Memphis has been appointed general 
agent of Carolina Casualty with com- 
plete facilities for local bus and long 
haul trucking risks. Crump London 
Underwriters has been writing excess 
and surplus lines for a number of 
years, but with the appointment by 
Carolina Casualty it is broadening un- 
derwriting facilities. 

Insurance Women Of Milwaukee 
have elected Bertha G. Connor, Time 
of Milwaukee, president; Loretta A. 
Koch vice-president; Helen Masloski, 
treasurer; Mary M. Atsch, recording 
secretary, and June Glassauer, cor- 





DeGesch Pacific Claim 
Head Of Standard Accident 


Standard Accident has appointed 
John DeGurse claim manager at San 
Francisco. He joined the company in 
1926 and has been in claims work at 
Pittsburgh, Minneapolis, Cleveland and 
Indianapolis. Since 1954, he has been 
manager of the casualty claim depart- 
ment at the home office. 


Louderback Joins Hoosier 


Stanley E. Louderback has been ap- 
pointed manager of the accident and 
sickness group division of Hoosier 
Casualty. He has been with Bankers 
Life of Iowa as group representative in 
Indiana. With Hoosier Casualty he will 
handle group insurance in 12 states. 


Seven Are Advanced 
By Aetna Casualty 


Aetna Casualty has appointed Wil- 
liam O. Bailey, Lester F. Senger and H. 
Freeman Thompson assistant vice- 
presidents in the liability underwrit- 
ing department. Edwin C. Burke, Her- 
bert F. Hausman and Carl F. von 
Pechmann have been named assistant 
vice-presidents in the property under- 
writing department. Paul W. Simon- 
eau has become assistant actuary. 

Mr. Bailey joined the company as 
assistant secretary in 1954 after being 
with National Bureau. In 1958 he was 
promoted to secretary. 

Mr. Senger entered the business in 
1931 and went with Aetna in 1943 at 
Milwaukee. He was later superintend- 
ent of underwriting at Hartford before 
going to the home office in 1955 as as- 
sistant secretary. He was promoted to 
secretary in 1957 and is in charge of 
the compensation-liability division. 


Other Careers 


Mr. Thompson joined the company 
in 1928 and subsequently became su- 
perintendent of underwriting at Phila- 
delphia. In 1953 he was transferred to 
the home office as assistant secretary, 
and in 1956 was promoted to secretary 
in charge of automobile underwriting. 

With the company since 1940, Mr. 
Burke went to the home office in 1954 
as agency superintendent. In 1955 he 
was named assistant secretary and in 
1957 was advanced to secretary in 
charge of the multiple line division. 

Mr. Hausman, who has been with 
the company since 1923, started as a 
fire underwriter and was named agen- 
cy superintendent in 1948. He became 
assistant secretary in 1951 and was 
made secretary in 1955. He is in 
charge of the fire division. 

Mr. von Pechmann started with the 
company in 1938 as a marine special 
agent and in 1950 was named superin- 
tendent of the eastern marine depart- 
ment. In 1953 he was appointed assist- 
ant secretary and in 1955 was ad- 
vanced to secretary. He manages the 
marine division. 

Mr. Simoneau joined the company 
in 1955 and was later named actuarial 
assistant. He is a fellow of Casualty 
Actuarial Society. 

New Hampshire has _ appointed 


Richard G. Algie special agent at 
Rochester, N. Y. 





responding secretary. 





Always 








IC 


interested 








YOUR dependent 
Insurance /AGENT 




































A MULTIPLE LINE COMPANY 


Atlanta * Cincinnati * Dallas 
Kansas City * Los Angeles * Oakland 
Portland * San Francisco * Seattle 





the 


Minute Man 


is 
still 


In, 


service 





27 





28 


today’s 
Minute Man 


...at the Middlesex Mutual and 
Lynn Mutual Companies serves 
progressive Agents by providing 
prompt, dependable attention 
to their clients’ needs. This 
traditional concept of service 
continues to prove an effective 
formula for Agency growth 134 
years after the founding of the 
“Minute Man Companies.” Com- 
bined with modern Minute Man 
coverages, it is helping an increas- 
ing number of Agents to build 
more profitable businesses today. 





“The 
Minute Man 
Companies” 
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Fourth Underwriting 
Guide By Sanborn Map 


On the occasion of 100th anniver- 
sary of the date on which D. A. 
Sanborn moved to New York and be- 
gan making maps for fire insurance 
underwriting purposes, Sanborn Map 
Co. has issued the fourth in its series 
of booklets on fire underwriting. This 
one is the Art and Science of Risk 
Selection by Douglas M. Temple, San 
Francisco agent. 

In an introduction, President C. P. 
Herbell of Sanborn Map Co. points 
out that with the exception of decision 
making management, perhaps no sin- 
gle job in the fire insurance business 
more directly affects the financial sta- 
tus of an insurer than that of the 
fire underwriter. 

It is strange, therefore, that so little 
printed material exists for the train- 
ing and the reference of fire under- 
writers, he writes. Over the years, 
most underwriters have learned the 
art by word of mouth from their more 
experienced supervisors. The most used 
tool for such training has been San- 
born maps. Yet even the most exper- 
ienced frequently have voiced a desire 
for additional aid. 

That is why, two years ago, the map 
company began its series of “guides” 
to fire underwriting. The response has 
come from all over the world and from 
educational institutions as well as the 
business. Consequently, the company 
plans to produce additional reports as 
long as it can find material that will 
be helpful. 


HIA Committee Chairmen, 
Vice-Chairmen Appointed 


Chairmen and vice-chairmen of five 
standing committees of Health Insur- 
ance Assn. have been appointed. The 
roster, with chairmen listed first, con- 
sists of the following: 

Economics and financing medical 
care—C. Manton Eddy, Connecticut 
General Life, and Donald D. Cody, 
New York Life. 

Education—James T. McCrystal, 
Home Life of New York, and Francis 
T. Curran, America Fore Loyalty 
group. 

Legislative—Bernard R. Stone, Mu- 
tual of Omaha, and Bernard K. Sprung, 
Equitable Society. 

Membership and ethical standards— 
Richard E. Pille, Security Mutual of 
Binghamton, and W. Sheffield Owen, 
Life of Georgia. 

Nominating—Millard Bartels, Trav- 
elers, and E. W. Craig, National L.&A. 





Hartford Directors 
Hold Meet In Chicago 


Directors of Hartford Fire met this 
week in the new Hartford building 
at Chicago, headquarters of the west- 
ern department. This is the first time 
the board has met outside Hartford. 


Mutual Auto Changes In N.J. 


Mutual Bureau has introduced its 
package auto policy program in New 
Jersey. The bureau filing for an aver- 
age liability rate increase of 5% on 
private passenger cars has also been 
approved. Both are effective June 7. 

The New Jersey department has 
also approved a new rule permitting 
the writing of extra-territorial UM 
coverage. 

Maine Bonding & Casualty has elect- 
ed James F. Doughty and Francis M. 
Hogerty Jr. vice-presidents. 


GAB Makes Managerial 
Shifts In La., Texas 


General Adjustment Bureau made a 
series of managerial changes in Texas 
and Louisiana, commencing with the 
establishment of a new regional office 
at Abilene, Tex., under J. V. Winn. 

Mr. Winn, who went with GAB in 
1934 at Texarkana, has been regional 
manager at Dallas since last October. 
Before that he was catastrophe super- 
visor at Austin. 

He will be succeeded at Dallas by 
Harry E. Cooper, formerly regional 
manager at New Orleans. Mr. Cooper 
joined the bureau at Tyler in 1945 and 
has also been manager at Nacogdoch- 
es, Tex., and Wichita Falls. 

Succeeding Mr. Cooper as regional 
manager at New Orleans, is Ragan D. 


Morgan. He joined the bureau in 1946 | 
and has been manager at New Orleans | 


and at Lake Charles. 

P.C. Agaisse, manager at Lake 
Charles, becomes manager at New Or- 
leans. With GAB since 1947, he has 


also headed the Natchitoches, La., of- 


fice. 


Mr. Agaisse in turn will be replaced | 


at Lake Charles by H.J. LaCroix, who 
has been attached to that office for 10 
years. 


UL Advances Austin 


W. S. Austin has been elected vice- 
president and secretary of Underwrit- 
ers Laboratories. 

Mr. Austin has been on the staff of 
the laboratories since 1925 when he 
started at New York as assistant to 
the assistant secretary-treasurer. He 
was transferred to Chicago in 1936, 
working in the label service depart- 
ment, moving to the accounting depart- 
ment as assistant to the treasurer in 
1941. Five years later he became assist- 
ant secretary, and in 1947 he was made 
secretary. 


Baird Succeeds Campbell 


In Reliance Marine Post 
Alex W. Baird has been appointed 


marine claims manager of Reliance to | > 
succeed C. Gordon Campbell, retired. | 


Mr. Baird joined the company recent- 
ly as marine claims supervisor. Mr. 
Campbell went with the company in 
1944. 


Fournet Joins La. Agency 


John J. Fournet has joined Agency 
Management Corp., Baton Rouge gen- 
eral agency, as casualty supervisor. He 
will supervise casualty production of 
six companies represented in the agen- 
cy. Mr. Fournet was formerly with 
Hartford Accident, starting with that 
company as an underwriting trainee 
in 1953 and progressing to special 
agent in northern Louisiana. 


Lumber Mutual Appoints 


Lumber Mutual Fire has appointed 
W. C. Bassett special agent for Dela- 
ware, Maryland, District of Columbia, 
Pennsylvania and New Jersey, with 
headquarters at Wilmington, Del. Be- 
fore joining the company he was with 
Maryland Fire Underwriting Bureau 
and, more recently, was administra- 
tive officer of Eastern Federation of 
Mutual Fire Insurance Companies. 


Pearl Joins Merchants 


Leroy W. Pearl Jr. has joined Mer- | 


chants Fire of New York as field rep- 
resentative in southern New Jersey 
and eastern Pennsylvania. Since 1954 
he has been special agent at Philadel- 
phia of U. S. Casualty. 
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Whether you call him a fieldman, 
special representative or special 
agent, his is an exacting job. No 
getting by with mere congenial- 
ity; he’s got to know the multiple- 
line business. For only thus can 
he be of real help to his agents, 
working closely with them daily. 
And that’s his job. 

x We invite you to 
fieldman by this 
standard. He is 

an exceedingly complex 
job ... and to do it well. 
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Producers, Company Men Comment On Compensation Methods 


(CONTINUED FROM PAGE 15) 
the rates were based mainly upon a 
reduced acquisition cost. True, the 
coverage was altered slightly (to give 
some semblance of a reason for the 
change) but not to the extent that 
would show a drastic change in experi- 
ence over a long period of time. 


Points Up Differences 


On this form the agent is getting 
15% new and renewal commission. At 
that rate, the agent cannot spend the 
time to explain the coverages, get the 
signature on the application, along 
with the names and drivers’ license 
numbers of all the drivers in the 
household, and all the other informa- 
tion necessary to provide the company 
with underwriting information. He 
should be paid for the time spent. I 
believe that he should receive a higher 
commission the first year for the work 
he must perform, and then, if the pre- 
mium is billed direct, a 15% renewal. 

Some company executives have 
questioned the payment of a specific 
percentage commission to all agents in 
all rating territories. Since I am ina 
high-rate territory, I suppose they 
wonder why I should get more money 
for writing a class 2C policy than an 
agent in a rural territory. The answer 
is simple. My class 2C rate is high be- 
cause the claims have substantiated 
the high rate. Obviously, some agent 
must handle each claim for the in- 
sured. Handling a claim is not an 
inexpensive venture. I feel that I must 
get paid for handling claims. The 
agent in the rural area, obviously, 
must have had fewer and less expen- 
sive claims for the 2C risk and there- 
fore has a lower premium. He also has 
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spent less money handling the fewer 
number of claims. My rent is higher 
than his. My clerical salary scale is 
higher than his. I must be reimbursed 
or go out of business. 

I like the commission method of 
compensating agents for selling and 
service time, since it provides me with 
an incentive to get out of my office 
and sell. I could not make a decent 
income on a salary, since I would be 
too secure in the knowledge that the 
salary would be there, new business or 
no new business. This incentive idea is 
the American way of life. It has been 
found to be the root of a vast expand- 
ing economy over the last two cen- 
turies. But the incentive must be rea- 
sonable for it to remain operative. Cut 
the incentive and you will cut the 
heart out of the sales force of the 
insurance business. 


Right Coverage Essential 


As much as it might seem that peo- 
ple will walk up to a counter to buy 
insurance, I still think that the right 
type of coverage must be sold. Even 
the man behind the counter must do 
some selling in order to be sure that 
the customer is covered correctly. If 
we alienate the selling force, the com- 
panies might just as well become giant 
trusts and let it go at that. If the sales- 
man is doing a good job, he should be 
well compensated, for without him, 
American industry would not have 
grown to be the most productive in the 
world. 

An official of a leading mutual in- 
surer has stated his organization’s 
views on agent compensation: 

The agent is the keystone of suc- 
cessful insurance operations. Com- 
panies cannot expect to prosper un- 
less their agents and sales forces are 
prospering, too, as a result of good 
hard sales effort by both. 

To achieve this, we think the best 
approach lies in maintaining a net 
cost advantage on the price of insur- 





Program Ready For 
Ga. Agents’ Annual 


(CONTINUED FROM PAGE 2) 
discuss state legislation and insurance. 
George M. Erwin of Atlanta, chairman 
of the association’s legislative commit- 
tee, will tell how other states combat 
inimical legislation. Robert Ross, Fort 
Lauderdale, director of the Florida as- 
sociation, will discuss that group’s ac- 
complishments. Paul Morrison of Co- 
lumbus, state national director for 
Georgia, will make his annual report. 

Georgia Assn. of Managing General 
Agents will be hosts at the Friday 
luncheon. 

At the Friday afternoon business 
session, several committee chairmen 
will report: Mr. Brown of Rome for 
the constitution and by-laws commit- 
tee; Sherman Parmenter of Carters- 
ville for advertising; C. A. Meriwether 
of Atlanta, conference; Mr. Holden, ed- 
ucation; Mr. Erwin, legislative; J. T. 
Kelley, membership and local boards; 
Horace F. Mullis, Eastman, resolu- 
tions, and Harry M. Carter, Savannah, 
nominating. 

A cocktail party and banquet will 
wind up the meeting. Commissioner 
Zack Cravey will install the officers. 

John L. Nugent of Savannah is gen- 
eral chairman of the convention. The 
program for the ladies, which long has 
been emphasized by William N. Day, 
executive secretary of the association, 
is being handled by Insurance Women 
of Savannah. 


ance coverage to the consumer. This 
is absolutely essential in today’s in- 
creasingly competitive market. This 
means a fairly modest commission 
scale as compared to that used by the 
great bulk of agency companies. We 
think this concept of a modest, yet 
adequate commission scale, coupled 
with a net cost advantage, enables an 
agent to accomplish three things: 

1. Build his business more rapidly 
so that over a period of years he re- 
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ceives more dollars of commission even 
though the rate of commission is some- 
what lower than what he could obtain 
from competitors. 

2. Build an agency with .a higher 
than average renewal ratio. 

3. Reduce credit 
mum. 

We do everything we can to develop 
methods of relieving the agent of his 
office overhead burden (machine pre- 
pared policies, renewals, billings, etc.) 
so that the agent can develop a higher 
proportion of his total income as net 


losses to a mini- 
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The formation of Lin-Burn, Inc. to assist producers through- 
out the United States in solving their surplus lines problems. 
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profit—i.e., he keeps more of what he 
earns. 

Looking to the future we believe 
that (despite some attempts along 
these lines that have fizzled) there will 
be a change in commission scales to 
give greater rewards for first year 
commissions on new business and 
somewhat lower renewal commissions. 

There is increasing use in the busi- 
ness of arrangements for contingent 
commissions or other supplements 
based on underwriting results. Such 
arrangements do not heighten maxi- 
mum selling efforts but they do help 
direct those efforts towards quality 
business and away from substandard 
accounts. 


Can Use Special Promotions 


In addition, there is a very definite 
field for judicious use of special pro- 
motions, contests, and travel awards to 
spur maximum selling efforts over and 
beyond what can be expected to be 
stimulated by the regular commission 
schedule. 

All of the above points are items 
directed to the agency force. Their 
effectiveness is heightened if they are 
properly coupled with advertising and 
service that increase consumer recog- 
nition and help make the sale easy for 
the agent. 


* % * 


A sales executive of another leading 
mutual insurer advances his group’s 
ideas on methods of compensation to 
assure maximum selling efforts by 
agents: 

It must be recognized that rarely can 
a compensation plan be designed with 
only one objective in mind. It must 
contribute to other objectives as well. 
While maximum sales effort is an ex- 
tremely important goal, particularly in 
our companies, when considered alone, 
it ignores other desirable objectives 
and end results. For example, it does 
not embrace such important factors as: 

1. The conservation or persistency of 
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in force business. 

2. The net gain of business in force 
or the growth factor. 

3. Line or lines of insurance on 
which special emphasis is desired for 
various reasons. 

4. Cost factors as they relate to the 
company’s pricing policy and profit 
goals. 

5. The duties and responsibilities as- 
signed to agents. 

Recognizing these implications, we 
believe that a straight commission 
method, with the rate being higher for 
sales to new clients and for sales of 
new lines to existing clients, provides 
the greatest motivation toward maxi- 
mum selling effort. Lower rates apply 
to the servicing and renewing of exist- 
ing business. 

If it is practical to develop and as- 
sign new production quotas to indivi- 
dual agents, then an incentive com- 
pensation or bonus plan, based on at- 
taining or exceeding such quotas can - 
further contribute to assure maximum 
sales effort. 


Ore. Department Reaffirms 
Tough Stand On Deviations 


The Oregon department has reiter- 
ated its stand against fire rate devia- 
tions unless they are supported by sub- 
stantiating experience of the company 
making the filing. Filings based on re- 
ductions in production cost allowance 
(this being primarily commissions) 
will be “considered,” and this is the 
basis on which the Allstate 15% devia- 
tion on commercial property was ap- 
proved. More recently, the department 
approved a 25% deviation on dwell- 
ing fire rates by Nationwide Mutual, 
substantiated mainly on the strength 
of a reduction in production cost al- 
lowance. 

Companies filing a deviation based 
on lower production costs must refile 
annually showing evidence annually 
that the proposed allowance factor was 
actually used. 


Cincinnati CPCUs Elect 


Herman F. Schottenfels is the new 
president of Cincinnati chapter of 
CPCU. Mr. Schottenfels, a_ vice- 
president of A. W. Shell & Co. agency, 
succeeds Ward Tuten. Keith I. Watson, 
Ohio Casualty, was elected  vice- 
president. Robert Eddington, Hardware 
Mutual, is secretary of the chapter and 
Malcom A. Bernstein is treasurer. 

Three trustees were also elected— 
Jack R. Trainer, president Cincinnati 
Insurance Board and a former presi- 
dent of the chapter, Norman S. Tiffany 
and Mr. Tuten. 


Allstate Appoints Six 

Allstate has appointed Bruce D. 
Caton policy services division manager 
and Stuart E. Rasmussen district sales 
manager at the Florida regional office. 
Other appointees are James C. Pratt, 
policy services division manager, Sac- 
ramento; William C. Blatchley Jr., re- 
gional sales supervisor of life and A&S, 
Roanoke, Va.; Paul F. Bachmann, dis- 
trict sales manager, Houston; and Paul 
C. Johnson, underwriting manager of 
the east central zone. 


North America Has New Vault 
North America has rented a special- 
ly built vault from Fidelity-Philadel- 
phia Trust Co. which will be used for 
storing a multi-million dollars worth 
of securities. The vault’s combination 
was presented by bank officials to 
Bradford Smith Jr., president, and 
John A. Diemand, chairman and chief 
executive officer, of North America at 
ceremunies in the bank’s offices. 
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Text Of Prior Approval Report Given 


(CONTINUED FROM PAGE 1) 
subcommittee any reason to conclude, 
that administrative burdens and the 
need for adequate rate section staff- 
ing would be in any way diminished 
by a regulatory change of this kind. In 
fact, the subcommittee believes that 
the rate regulatory burdens can be 
expected to increase rather than de- 
crease in the future, whatever ap- 
proach to regulation is adopted. Were 
“nost-effective-date review” of filings 
to be undertaken by departments 
now using the “prior approval” ap- 
proach, it may very well be that addi- 
tional technical staff in personnel cat- 
egories other than of rate analyst, or 
examiner, or actuary, would be re- 
quired. 

Ready To Abandon Approach 

2. Proponents of “post-effective- 
date review” appear also to make light 
of problems of supervision in the in- 
terest of solvency. At the same time, 
it appeared to the subcommittee that 
these proponents are ready to aban- 
don their across-the-board approach 
to rate regulation. They seem ready to 
recognize, for instance, that the regu- 
lation of workmen’s compensation in- 
surance rates should not be handled 
generally on a “post-effective-date re- 
view” basis, but should be exempt from 
their new regulatory approach. Why 
this abandonment of principle? 

The reasons for it have yet to be 
made clear, but appear to be: 

(a) a willingness to compromise be- 

cause of difficulties in persuading 

the public to go so far; 

(b) a lack of enthusiasm on the part 

of insurance buyers for a change in 

rate regulatory methods in this field, 
and 

(c) an apparent high degree of in- 

dustry satisfaction with the applica- 

tion of present rate regulatory 
methods in this field. 

It is of interest to note, simply as 
an example of the extent and gravi- 
ty of this matter, which has been 
glossed over by the proponents, that, 
while the insurance regulatory sys- 
tem adopted by the state of Califor- 
nia is generally a good example of 
“post-etfective-date review,” Cali- 
fornia has adopted a “prior approv- 
al” regulation of workmen’s com- 
pensation insurance. Its minimum 
rate law was adopted, as the Cali- 
fornia commissioner has _ pointed 
out, “following the failure of several 
companies due to rate cutting prac- 
tices.” 

3. The drafts of proposed model leg- 
islation submitted to the committee 
raise, among other matters, the im- 
portant question of the nature of the 
burden of proof imposed upon a reg- 
ulator seeking withdrawal or revision 
of a particular rate filing. Some pro- 
ponents of these measures assert that 
when such a proceeding is initiated 
by regulatory authority, the regula- 
tor’s decision to initiate such a pro- 
ceeding is, of itself, sufficient to cast 
the burden of justifying or appropriat- 
ly modifying the filing in question 
upon the company or organization us- 
ing it. The subcommittee believes 
that the proposals for model legisla- 
tion have not been drafted with cuffi- 
cient attention to this matter. 

4. The subcommittee also believes 
that the proposals before it suffer 
from insufficient attention to the de- 
sirability and, indeed the necessity of 
providing adequate, efficient and ef- 
fective sanctions as a complement to 
the “post-effective-date review” mech- 
anism, e. g., the proponents have not 


addressed themselves to the need for 
protecting policyholders against exces- 
sive rate charges through a mechanism 
which would provide for refunding 
over-charges, nor have they realistic- 
ally addressed themselves to the need 
for appropriate penalties to protect 
the interest of the public and the pol- 
icyholder. 


AVIATION 
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5. It should be pointed out, however, SPECIALIZING IN GENERAL AVIATION RISKS 


that on the matter of additional sanc- 
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suggested that the sanctions provided 
by the all industry-commissioners 
model bill on unfair trade practices 
could be called upon to supplement 
the sanctions provided for in their 
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which this association recommended 
in 1946 require reconsideration, but it 
does not clearly appear that in the 
form in which they are presently cast, 
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have regulatory substance, further at- 
tention must be given to the require- 
ment for furnishing supporting infor- 
mation at the time a filing is made. 
While the language used in proposals 
before us is not far different from that 
in the all industry-commissioners 
model bills, because of the nature of 
the basic procedural change proposed, 
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have considered the desirability of 
making it absolutely clear that the 
determination of what “supports” the 
filing, is not one that is simply left to 
the discretion and judgment of the 
company or organization making the 
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filing but instead, contemplates that 
all material, pertinent information be 
a matter of record. This also is an area 
in which it appears that effective pen- 
alties for withholding pertinent infor- 
mation are required in the public in- 
terest. 

The above comments are not intended 
to be exhaustive but simply illustra- 
tive of some of the shortcomings of 
presentations which have been made 
to the subcommittee. There are other 
areas to be considered. For example, 
in certain lines of insurance and in 
certain states, existing regulatory sys- 
tems contemplate that insurance poli- 
cy forms be approved or submitted 
for consideration prior to their use— 
completely apart from matters of rate 
regulation. The question arises in such 
cases whether adoption of the “post- 
effective-date review” approach by a 
particular state would, or should, re- 
quire changes in the regulation of in- 
surance policy forms. 

It has been suggested from time to 
time that the “prior approval” ap- 
proach to regulation embodied in the 
all industry-commissioners model bills 
inevitably leads to unwarranted de- 
lays in the adoption of new rating 
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schemes and new policy forms. 

The subcommittee believes that im- 
provements in administrative tech- 
niques and staff, both on the part of 
regulatory authorities and companies 
and rating organizations, could mini- 
mize the occurrence of delays, wheth- 
er warranted or not. The “post-effec- 
tive-date review” approach to regula- 
tion, however, as embodied in the pro- 
posals submitted to us, appears to as- 
sume that delays should not be toler- 
ated when they work at cross purposes 
with what insurance companies want, 
but are of little moment when they 
may impede the exercise of regulatory 
authority in the interest of policyhold- 
ers and the public. 


Different Opinions 


While the subcommittee recognizes 
that there are honest and legitimate 
differences of opinion with respect to 
these proposals which would eliminate 
“prior approval” of rates, it finds that 
the contention, that under existing rat- 
ing procedures the approval of rate fil- 
ings is dominated by “political pres- 
sures” is without merit, and that any 
so-called examples of such pressures 
which have been advanced have been 
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Thinks Field Will Supply Leadership 


(CONTINUED FROM PAGE 4) 
assistant regional director of III; and 
Gene Haliburton, East Bay represen- 
tative of National Automobile Club. 


Southwest Field Club 
Heads Meet At Dallas 


Presidents and _ public relations 
chairmen of field clubs in Texas, Ok- 
lahoma, Arkansas, Kansas and New 
Mexico exchanged ideas and know- 
how on public relations activities at a 





grossly exaggerated. 

The subcommittee has made every 
effort to give careful and objective 
consideration to each of the various 
proposals involving abandonment of 
“prior approval” of rates in favor of 
“post-effective-date review.” While 
not wedded to existing procedures for 
rate determinations, the subcommittee 
believes that the advocates of change 
bear the burden of demonstrating that 
change is needed in order to serve the 
public interest better than existing 
procedures. This condition, in the sub- 
committee’s view, has not been met; it 
accordingly records its unanimous op- 
position to the abandonment of “prior 
approval” in favor of the proposals be- 
fore it and its unanimous conclusion 
that adoption of such procedure would 
ultimately tend to the lessening of 
competition and the erosion of effec- 
tive regulation in the public interest. 

The subcommittee has been advised 
by the chairman of the examinations 
committee of the association that a 
study is being carried on to determine 
the need for preparing an outline of 
procedure for the examination of ad- 
visory organizations. 


two-day conference at Dallas under the 
auspices of the southwestern regional 
office of Insurance Information Insti- 
tute. 

Paul B. Cullen, vice-president of 
III and manager of information and 
education of Aetna Casualty, empha- 
sized the important role which field 
men have in developing a favorable 
public image for stock company insur- 
ance. “Public relations enters into ev- 
erything you do and is an integral part 
of your job,” he said. “I hope you are 
never so busy that you cannot func- 
tion in the public relations areas of 
your business.” 


Describes PR Tools 


J. Carroll Bateman, general mana- 
ger of the III, with the aid of color 
slides, described the various public re- 
lations tools (publications, fact sheets, 
film catalogues, reference files and ca- 
tastrophe kits) which his organiza- 
tion has made available to field clubs 
throughout the country. The value of 
field clubs in industry public relations 
has been proved repeatedly, he said, 
especially in the southwestern region. 
The long range educational activity of 
III through national news releases and 
publications is a backdrop for PR work 
at the local level. “What really counts 
is the grass roots activity through field 
men and the III regional offices,” he 
commented. 

Attending the conference and par- 
ticipating in the discussions were three 
members of the III advisory commit- 
tee for the southwestern region: 
Chairman Paul Dow, manager of 
Hartford group at Dallas; Vice-chair- 
man Ben Lee Boynton, vice-president 
and manager America Fore Loyalty 
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group at Dallas; and Malcolm R. 
Smith, resident vice-president at Dal- 
las of American. Mr. Boynton led a 
discussion on combining fire and cas- 
ualty field men into a single field club 
organization and outlined the under- 
lying issues of the no prior approval 
controversy currently going on within 
the industry, and Mr. Dow reviewed 
PR achievements of the southwestern 
region during the past year. 


Exhibits New Film 


William J. Harding, public relations 
director of Texas Insurance Advisory 
Assn., introduced a round table dis- 
cussion of town inspection programs 
by exhibiting TIAA’s new film, “A 
Texas Town Inspection.” How to prog- 
ram and budget field club operations 
was the subject of W. C. King, state 
agent of Commercial Union-North 
British, Oklahoma City, and president 
Oklahoma Capital Stock Insurance 
Assn. 

Also on the agenda were Henry A. 
Ritgerod, associate general agent of L. 
V. Martin & Co., Little Rock, and PR 
chairman of the Arkansas field club, 
on the use of TV and newspaper pub- 
licity in recent wind and hail storm 
catastrophes, and by R. L. Jewell Jr., 
manager of National Bureau of Casu- 
alty Underwriters at Austin, of prob- 
lems involved in automobile rate fil- 
ings. 

The conference closed with a round 
table discussion by field club repre- 
sentatives, with Lloyd F. Palmer, III 
southwestern regional director, acting 
as moderator of such field club mat- 
ters as finances and dues, attracting 
new members, operation of speakers’ 
bureaus, company management atti- 
tudes toward field men participating 
in public relations work, and field club 
projects for 1961-62. 


D. C. Pond Elects 


National Capital pond of Blue Goose 
has elected James M. Buzard of Fire- 
men’s of D. C. MLG; A. Wayne Wood- 
worth of Wiseman & Co. adjusters, 
supervisor; Charles W. Kemp of Trav- 
elers, custodian; Colin L. Ward, ad- 
juster, guardian; Kenneth H. White, 
Wilson Adjusting Co., keeper, and 
Charles M. Smith of National Union, 
wielder. 


Mutual M&C Rates Up 


Mutual Bureau has raised BI rates 
on M&C 15% in Connecticut, Dela- 
ware, Michigan and Mississippi, 10.7% 
in Virginia and 14.9% in Wyoming. 
Farmers’ CPL for Code No. 741 in Flor- 
ida has been increased from $24 to $27. 
Both changes were effective June 7. 
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Nothing Is Sacred 
To Embezzlers 


(CONTINUED FROM PAGE 10) 
fidelity bond in force. These pecula- 
tions involved the church savings, par- 
ish, day school, library, and petty cash 
amounts. 

11. A church society treasurer “bor- 
rowed some of the funds” to pay rent 
and clear up old debts. When his regu- 
lar employment was terminated, and 
the society bank account completely 
depleted, he confessed and turned over 
all records for an accounting. 

12. A special campaign fund treasur- 
er failed to keep his repeated promises 
to surrender his records for a com- 
plete accounting. After the fund had 
been in existence for approximately 
four years, serious shortages were dis- 
covered. 

13. A senior warden, acting as custo- 
dian of pledges for the building fund, 
failed to deposit receipts in the bank 
account. 

14. Loss resulted from money being 
taken from collection plates by three 
acolytes. This had been going on for 
some timie. 


Outlines Controls 


Mr. Worthington recommended safe- 
guards against embezzlement. He em- 
phasized that such precautions do not 
minimize the need for fidelity bonds. 

Collections should be closely guarded 
at all times. Unless there is at least a 
semi-burglarproof safe, the combi- 
nation of which is entrusted to a select- 
ed few, such receipts should not be 
held on the premises overnight. A 
neighborhood bank will furnish strong 
money bags which can be locked and 
placed in the night depository chute 
immediately after being counted. The 
rector or treasurer can pick up this 
bag Monday morning and make the 
deposit. 

Quarterly statements should be 
mailed to parishioners whose pledges 
are in arrears, inviting protests if their 
records disagree. All checks should re- 
quire countersignature, regardless of 
amount. 

The establishment or use of a vestry 
committee, to review quarterly ac- 
countings or reports, together with all 
records of each parish function involv- 
ing the handling of money, would have 
considerable effect in discouraging 
claims. Duplicate copies of monthly 
bank statements on all bank accounts, 
sent to the committee or some member 
other than the person regularly hand- 
ling such accounts, represents another 
means of control. 

These precautions, with a proper 
amount of fidelity protection, will be 
effective, Mr. Worthington concluded. 
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Editorial Comment 
Not A Question Of Time 


An oddity in the business world— 
including insurance—is the attitude 
toward the experience of present em- 
ployes when promotion is involved, or 
toward prospective employes in the 
hiring process. 

When the phrase “20 years exper- 
ience” is flashed before an executive’s 
eyes, he seems to be considerably 
more impressed by the “20 years” than 
by the word “experience” itself. Yet, 
the key question really hinges on the 
factors that comprise the experience. 

For example, in a routine job in in- 
surance, anyone of passable intelli- 
gence acquires all the experience he 
will ever need in that job inside of a 
year. Such a person, grown gray in 
the service, may be up for promotion 
some day, and an official is sure to 
point out that the veteran has “20 
years experience.” He hasn’t. He has 
one year’s experience repeated 20 
times, for the simple reason that he 
has been trudging in the same rut for 
two decades. Just how this qualifies 
him for better things is a mystery. It 
is at the root of promotional systems 
based solely on seniority. In this sys- 
tem, the burning issue is not what a 


person has been doing or how well he 
has been doing it, but how long. 

Instead of being a virtue, unchang- 
ing tenure in a particular job may be a 
considerable demerit toward flexible 
performance in a higher post. 

The typical insurance executive is 
a fellow who got where he is by in- 
geniously searching out the “extras” 
he could perform in a given job. He 
never allowed himself to be “experi- 
enced” by the mere passage of years. 
He accelerated his experience by 
“going another mile’ when only one 
was necessary. That’s where his co- 
workers dropped out. 

Oddly enough, not too many insur- 
ance executives seem to relate their 
own technique for getting ahead to the 
promotional system in vogue in their 
organizations. If they drew on their 
own careers as guide lines for those 
under them to gain experience through 
“extra effort” and not solely through 
assiduous application of the trouser 
seat to the chair, they might stimulate 
the progress of really experienced men 
to the management ranks which pres- 
ently reveal as many gaps as Huckle- 
berry Finn’s smile.—J. N.C. 


The Best Package Deal 


One of the by-words in the business 
for more than a decade has been 
“packaging.” Tangible evidence of the 
acceptance and aggressive promotion 
of this ideal is provided by homeown- 
ers, various commercial property 
forms, numerous other covers now ap- 
pearing on the market, and even to 
some degree by auto programs. Sever- 
al companies have programs which, 
while not a single package form, in- 
clude property coverage, liability, life 
and A&S and the auto where wanted. 
These programs point to the day when 
the whole works will be wrapped up in 
a minimum of covers. 

At any rate, there are many propo- 
nents for this ideal. Underiying their 
objective, of course, is provision of all 
coverage needs for a family or a busi- 
ness. As indicated, steady progress has 
been made in the consolidation of the 


forms that will accomplish this objec- 
tive. 

But one wonders whether the “pack- 
agers” have packaged their own atti- 
tudes as efficiently as they have the 
gimmicks which they are using as tools. 
After all, these attitudes are far more 
important in achieving a goal than are 
the package policies which are the 
weapons. The attitudes comprise the 
philosophy and the strategy behind the 
packages. 

Yet it would take a long day’s search- 
ing to find a casualty man, at any lev- 
el, who is fully sympathetic toward the 
fire business and those in it, and vice 
versa. Inject a life and A&S man into 
the picture and you really have strange 
bedfellows, each vying for the lion’s 
share of the blankets. 

The lack of esprit among the various 


segments of the business appears to be 
a contradiction, in view of success 
achieved in putting multiple lines to- 
gether. But a moment’s thought will re- 
call that the package policies in a large 
sense were developed in spite of the 
specialists in different areas of the bus- 
iness, not because of them. The pack- 
ages, in many cases, were forced on 
traditional companies as defensive 
weapons against the inroads of exclu- 
sive agency companies. 

Casualty, fire and marine specialists 
worked together against a common foe, 
just as all the presently antagonistic 
peoples of the earth would jointly rush 
to repel an invasion by little pointy- 
headed marauders from Mars. But in 
neither case would the allies-by- 
circumstance love or even like one 
another. 

If anyone wishes to test the lack of 
sympathy in the business, all he need 
do is catch a casualty or fire man in an 
expansive mood and get him to sound 
off about the other. 

In spite of this, steady progress has 
been made in packaging sales wea- 
pons. These could be shot at the com- 
mon foe with more devastating effect 
if the specialists in the various seg- 
ments of the business would utilize 
their skills and imagination in “pack- 
aging” their own attitudes and getting 
behind their objective with whole 
hearted unanimity. Then they could 
concentrate on sales strategy instead 
of on the gimmicks which they have so 
ingeniously put together.—J.N.C. 





Personals 


Herbert P. Stellwagen, executive 
vice-president North America, has 
been elected a life trustee of American 
Institute. The distinction was awarded 
at a meeting of the institute’s trustees, 
preceding the recent dedication of 
Huebner Hall at Bryn Mawr, Pa., the 
organization’s new home. 


Derek L. O’Donoghue, New York re- 
insurance broker, and Mrs. O’Donoghue 
were in the Dominican Republic at the 
time of the asSassination of Rafael Tru- 
jillo. They were prevented by Domini- 
can soldiers and police from boarding 
their plane to return to New York. Lat- 
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er they were, along with other Amcri- 
cans, allowed to depart. 


Harry Strongin, who was recently 
elevated to chairman and chief execu- 
tive of Consolidat- 
ed Mutual, has 
been president of 
the company since 
1932. Under his di- 
rection, the com- 
pany has expand- 
ed beyond the New 
York metropolitan 
area into 37 states 
and District of 
Columbia. A net- 
work of 15 bran- 
ches has been 
established in this 
expansion in principal cities of the 
east and midwest, with more in pros- 





Harry Strongin 





Richard Weiss Norman Lustig 


pect. Mr. Strongin is a director of 
Brooklyn chapter of Red Cross, Brook- 
lyn Jewish Center and Beth-El Hospi- 
tal. Norman Lustig, who has succeeded 
Mr. Strongin as president, joined the 
company in 1932 after a career as a 
reporter with the Brooklyn Eagle. He 
was named secretary in 1935 and 
executive vice-president in 1937. Mr. 
Lustig has been active in the claims 
area as well as in over-all administra- 
tion. He is a member of the New York 
bar. Richard H. Weiss, who succeeds 
Mr. Lustig as executive vice-president, 
has been with the company since 1945. 
An attorney, he was secretary of the 
company and then vice-president and 
secretary before his recent elevation. 


Robert H. Nicholls, vice-president 
and for many years in charge of the 
New York metro- 
politan depart- 
ment of Fidelity & 
Casualty, has re- 
tired. He was the 
guest of honor at 
a luncheon given 
by J. V. Herd, 
chairman, and Ni- 
cholas Dekker, 
vice-chairman of 
America Fore Loy- 
alty. Guests in- 
cluded company 
associates and 
longtime friends in the business. Mr. 
Nicholls joined F.&C.’s metropolitan 
division in 1932 as assistant manager. 
He became resident manager in 1939, 
a secretary of the company in 1940 and 
vice-president in 1955. He is a past 
president of Drug & Chemical Club. 


Robert H. Nicholls 


R. R. Cuscaden, assistant editor THE 
NATIONAL UNDERWRITER, and his wife, 
Marilyn, report another little tax de- 
duction—their third child, Douglas 
Roy, was born June 7. 


Dwight Ingram of Griffin, Ingram & 
Pfaff agency of Chicago has been elect- 
ed president of Lake County (Ill.) Civic 
League. 





Commerical Union-North British 
has moved its New Jersey service of- 
fice, including the Newark claims of- 

fice, to 123 Cleveland Street, Orange. 
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Deaths 


JAMES I. MURPHY, 57, manager of 
the agency accounts department of 
Royal-Globe, died suddenly at his home 
in West New York, N.J. He had been 
with the group since 1920. 


LEONARD DAMMANN, 82, chair- 
man of the John C. Paige & Co. bro- 
kerage firm at New York, died at his 
home in New York City. He was one of 
the leaders in the surety business who 
initiated the efforts to stabilize under- 
writing practices in that business 
which resulted in formation of Town- 
er Rating Bureau. He joined National 
Surety in 1906 in charge of the con- 
tract bond department. In 1920 he re- 
signed as vice-president of that com- 
pany to join Paige & Co. 


WALTER J. BONE Jr., state agent 
in Mississippi of Royal, died at his 
home in Jackson. 


GEORGE H. McCLURE, 64, former 
secretary and assistant treasurer of 
Lumbermens Mutual Casualty, died. 
He joined the Kemper organization in 
1926 and was a director of James S. 
Kemper & Co. of Wisconsin, Fidelity 
Life Assn. and Associated Mutuals. He 
was also president of American Under- 
writing Corp. and chairman of Bank of 
Chicago. 


VIRGINIA C. BIVIN, wife of Thomas 
H. Bivin, vice-president of Great 
American, died in New York. 


WILLIAM N. VAN CAMP, 85, for- 
mer commissioner of South Dakota, 
died at Pierre, S.D. He served in the 
South Dakota legislature from 1910 to 
1918 when he became commissioner, 
a post he held until 1926. He established 
the W.N. Van Camp general insurance 
agency at Pierre and operated it until 
his retirement in 1952. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, June 13, 1961 





Bid Asked 

$ $ 
Da ee 130 134 
| ne 116% 118 
American Equitable 21% 22% 
American, Newark 32% 32% 
American Motorists 19% 20% 
Boston 36% 37% 





















Continental Casualty ............008 104 107 
| 89 92 
a, RS ee aa 70 71 
INE TURE casnccscsecaciccecevsonsisen 6942 10% 
UII is sassskscsintbernncanteticmuniscies 130 133 
a cial sin nicinceeaniaccalic 45 45% 
Great American ..........cccseee 50% GO% 
I I aiceiincciccsicesidnticcsinesies 70% T1 
5 BPS SE oe 45% 46% 
Ae ana 57 57% 
Ins. Co. of No. America ........:00000 94 9542 
kt SS 3342 «35 
Maryland Casualty oo... 42% 43 
i 44% 45% 
PI IE 5c. ccsessssvectisuaibicscessievoi 132 136 
RMN MPMI <aiactscsnsscdtstetcieasesstoin 48 4842 
New Amsterdam Cas&, .......:ce0c008 78% 80 
INOW: TERRA) cscccsscccececcerecscsevscace 56 574 
POUR  TREWN piccascccarisciericseciersesveonenvs 46 47 
NNN ois ccicccuactecesisessovns 29% 30% 
FENOUINE: COMIN. vaccnssscetsssicesarsécercecenes 107 109 
a ee re 41 43 
FOORIR, Crp, GE WG: Ye ccccccacecessesicses 24% 26 
a 63% 642 
Pees II Oy URE TI ctaceressscscocecosovovinces 1% 72% 
Springfield F. 8 M. ...ccccccccccesessees 38 38% 
Standard Accident 20.0... 64 65% 
ND aiaisncassinsssitteinasicdussciccnsicennes 119% 120 
She Wire GIN, ciccsncsceaiacccécgeccsesinacensess 57% 57% 
Whe aie INU  cccisssscssccnssiesnnceenbeaeincesibansines 33% 341% 
The Pennsylvania legislature has 


amended the school code to provide 
that teachers who double as insurance 
agents may no longer sell to their own 
school boards. 
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JAHU Concerned But 
Not Downcast Over 
Federal A&S Threat 


(CONTINUED FROM PAGE 1) 

past 10 years to give a perspective on 
what the next 10 might bring. Group, 
for example, grew greatly in the 1950s. 
Major medical, now covering some 27 
million persons, should be nearly uni- 
versal in the U. S. in another five or 
six years, while individual business has 
had a spectacular growth. Completing 
the picture, he said, has been the de- 
velopment of coverage for impaired 
risks at premiums related to the per- 
son’s impairment. 

Looking to what’s ahead, Mr. Mor- 
rell sees dental insurance providing a 
completely new layer of premiums, and 
the providing of medical benefits for 
retirees as a general thing, with pre- 
miums ceasing at age 65. But most im- 
portant, he said, is protection of in- 
come—for the entire financial struc- 
ture of America, the entire domestic 
economy, falls apart without income. 


Discusses ‘Key’ 


Mr. Skutt, in his keynote address, 
said he wanted to talk about the “key” 
in keynote—the key to preservation of 
the voluntary system of insurance in 
this country and with it the American 
way of life. There is nothing closer to 
people’s hearts than their own health. 
This “key” of health insurance is not 
only the one with which to open the 
door of security for financial protection, 
but it also serves to lock the door 
against government insurance, bureau- 
cracy, the welfare state and commun- 
ism, he declared. 

Mr. Skutt traced what he called the 
creeping paralysis of social security al- 
ready affecting the business—in the 
social security amendments, first to 
provide cash disability benefits for age 
50 and over, and then, two sessions of 
Congress later, to eliminate the age 50 
requirement. 

There was never a time, he said, 
when health insurance was on the lips 
and in the minds of the people as it is 
today. Years ago people didn’t believe 
in health insurance at all. Now they are 
definitely thinking of it. They are wait- 
ing to be called on, they are waiting to 
be signed up. By turning this situation 
to advantage, “We have reason to feel 
that the future is very, very bright, in- 
deed,” said Mr. Skutt. “All this should 
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Comments On The Insurance Field 


From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Fire-casualty stocks continued to recover from the setback that was brought 
on by sorry underwriting results for the first quarter. Connecticut General’s 
court victory over the New York insurance department after a 512-year struggle 
focused interest on companies that might be candidates for take-over by life 
insurance offices, but other top grade issues were also strong. 

Wood, Struthers & Co. had 25,000 shares of Hartford Fire to offer, presum- 
ably a further disinvestment of insurance company holdings by Connecticut 
insurers. The last of this was sold at 674% and Hartford Fire then moved right 


up to 704% bid Monday. 


Continental Casualty was a strong point, reaching 103% bid Monday. This is 
10 points higher than after it went ex 25% stock dividend. 
Lincoln National Life, at 122, was up 9 points in a week. 


Government Employees Life at 127, 


was 10 points lower for the week, but 


Government Employees Ins. Co. was up 9. Kansas City Life reached a new 
recovery high since 1955 of 1820 bid, up 70 points for the week. 

Mass. Indemnity, at 56, was up 5%, American General was plus 24, Fire- 
man’s Fund, 3; Glens Falls, 14%; Great American, 242; National Old Line, 2%; 
National Union, 2; Boston, 142; Providence Washington, 1; United Insurance, 2; 
Bankers National Life, 34%; Hartford Steam Boiler, 3; Liberty National Life, 2; 
National Life & Accident, 3; Quaker City Life, 1142; Southwestern Life, 3%. 

Some of the fire companies, in view of the dim prospects for underwriting 
profit this year, have been adjusting bond portfolios to capture more income. 
For instance, close-in maturities of tax-exempts were replaced by Treasury 


bonds. 


Combined Insurance kept on going up and at 76, was 3 points higher for 


the week. 


A big question now is whether the mutual life companies will want to flirt 
with one-stop selling and will be in the market to acquire fire-casualty stocks. 
New York life companies are blocked from this by present laws. Massachusetts 
life companies may not directly or indirectly own fire-casualty stocks. 

It’s a fair guess that if the stock life and fire-casualty operations in unison 
gain momentum and set a style, the mutual life people will not stand by. Of 
course, they can’t swap stock and the cash outlay for a good sized fire-casualty 
company is a sizable consideration for even the biggest life companies. 

The general opinion is that we are going to see some action. 





be done under the agency system, for 
it is the agency that has made insur- 
ance the vitally important service that 
it is today.” 

Orville E. Beal, executive vice- 
president of Prudential, the scheduled 
luncheon speaker the opening day, was 
called out of the city and his place was 
taken by Ardell T. Everett, 2nd vice- 
president of Prudential. He expressed 
gratification at Mr. Skutt’s emphasis 
on the role of the agent. Continuous 
progress in expanding health insurance 
for the American people depends al- 
most entirely on the agency system. 
The public is informed, by and large, 
by the agents and educated by the 
agents. They are the only ones who, 
person to person and voice to voice, can 
tell the true story of health coverage. 

“T am sick and tired of hearing crit- 
ics talk about the rising cost of health 
care,” he said. “This care can be pre- 





Three of the key 
figures in the 
CLU-CPCU insur- 
ance’ educational 
movements who 
participated in the 
ceremonies ded i- 
cating Huebner 
Hall, new home of 
the American Cen- 
ter for Insurance 
Education at Bryn 
Mawr, Pa.: From 
left, John A. North, 
past president and 
life trustee of 
American Institute 
for Property & Li- 
ability Underwri- 
ters and chairman 
of Phoenix of 





Hartford group of insurance companies; Dr. S. S. Huebner, emeritus professor 
of insurance at University of Pennsylvania and president emeritus and life 
trustee of American College of Life Underwriters, and Paul F. Clark, chairman 
and life trustee of American College and chairman of John Hancock Mutual 
Life. Dr. Huebner was honored by the dedication speaker, President Gaylord 
P. Harnwell of University of Pennsylvania. Messrs. North and Clark, speakers 
at the banquet, also paid tribute to Dr. Huebner. Story on this page. 


paid by the institution of voluntary 
health insurance. The public, however, 
is led to believe that all costs of illness 
should be fully covered. This brings 
other criticisms. More and more hos- 
pital coverage causes abuses. It was 
designed to cover part of the economic 
loss, never all. By the very existence of 
hospital coverage, people are being sent 
to hospitals who otherwise would be 
treated at home.” 

W. Sheffield Owen, vice-president of 
Life of Georgia, quoted an array of 
statistics showing the great need of and 
market for health insurance. Most peo- 
ple are buying hospital insurance, “but 
we know they need to be buying major 
medical and loss of income coverage,” 
he said. 

Later events will be reported in next 
week’s issue. 


Homeowners Rates 
Reduced In Ohio 


Rates on homeowners policies in 
Ohio have been reduced an average 
of 14% on forms 1 through 4. Form 5 
is not affected. The changes go into 
effect June 19 and reflect a favorable 
loss experience on this class. The re- 
ductions vary according to construc- 
tion of the dwelling and class of pro- 
tection, but in addition coverage has 
been broadened to make basic liability 
$25,000 instead of $10,000 with med- 
ical $500 instead of $250, with higher 
limits available. 

Another provision allows automatic 
pick-up of watercraft liability for out- 
board motors over 10 horsepower pur- 
chased during the term of the policy, 
plus inclusion of a plan to allow com- 
panies to offer three, six or 12-month 
term policies with a provision for con- 
tinuous renewal. The normal three- 
year policy continues to be available 
on either a prepaid or installment 
plan. 


Ohio 1752 Club held its annual golf 
outing at Ashland Country Club. 
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No Prior Approval Is Vetoed By NAIC 


(CONTINUED FROM PAGE 1) 
pear to be the vehicle on which the 
subcommittee will be continued in ex- 
istence. In executive sessions the 
amendments were barely discussed, 
but unanimous approval was given to 
the report, which denies the no prior 
approval approach as not having beén 


| proved necessary or desirable. 


It was no surprise to industry peo- 
ple that the subcommittee would take 
this position, soundings having been 
made from time to time of the individ- 
ual members. The backgrounds of 
their state laws and the line of quest- 
ioning they followed at the hearing on 
prior approval in Chicago last March 


, also provided clues. Thus the industry 
| was prepared for the general findings 
| in the subcommittee report, but what 


the industry representatives were not 


| prepared for was the adoption of the 


report as it stood by the parent com- 
mittee on rates and rating organiza- 
tions. 

The expectation was that the tradi- 
tional procedure would be followed— 
that the subcommittee report, being 
new in content and finding, would be 


| put under study for six months and 


then come up for discussion at the 


| midyear meeting in Dallas. 


‘and DRY CLEANERS. 


Precipitates Parliamentary Snarl 

Mr. Gerber moved, after reading his 
report, that it be received. The two 
preceding reports were offered to the 
rates and rating organizations commit- 
tee with the motion that they be re- 
ceived and if there were no objection 
that they be adopted. Mr. Gerber’s mo- 
tion, which is ordinary enough in NAIC 


| proceedings, this time, however pre- 


cipitated a parliamentary snarl of 10 or 
15 minutes. Mr. McConnell wanted to 


| hold discussion on the motion for re- 


ceipt; several members of the commit- 
tee could see no purpose in this. 

In an effort to untangle things, 
Knowlton of New Hampshire an- 
nounced that if the report were re- 
ceived he would move immediately 
that consideration of adoption of it 
be held over to the Dallas meeting. 
This solved nothing. Hunt of Oklaho- 
ma then moved that the report be 
both received and adopted, and the 
fur began to fly. 

To adopt the report now would be 
premature, Mr. Knowlton argued. He 
pointed out that transcripts of the 
subcommittee hearing in Chicago were 
not yet available, but they will be be- 


| fore the December meeting. The com- 





mittee members should have the 
chance to go over that testimony, and 
so should other commissioners. The 
report itself was so new, available 


only a few hours, that not sufficient 
study could be given to it. 

The Senate subcommittee on anti- 
trust and monopoly, Mr. Knowlton ad- 
ded, has not yet published its report 
on rates and rating organizations, and 
it would be well, as long as it is possi- 
ble, for the commissioners to see that 
before voting on this report. 

Mr. Hunt declared with heat that he 
isn’t recognizing Washington yet as 
telling the state insurance commis- 
sioners what to do or when to adopt a 
report. He threw in the accusation 
that bureaus and independent com- 
pany organizations are putting pres- 
sure on the commissioners by “hiring 
friends of governors and senators to 
tell the Washington boys where to get 
after us.” 


Calls For Statements 


Mr. McConnell then opened the 
matter for general discussion, calling 
for statements from the proponents of 
the report. 

John R. Barry of Corroon & Rey- 
nolds said the subcommittee couldn’t 
have turned in a better report “‘if I’d 
written it myself.” He confined his 
praise to that and the story of the old 
Irish lady who died and was being 
carried to her grave in a wooden cas- 
ket when one of the _ pallbearers 
tripped in a rocky part of the path, the 
casket was dropped and the old lady 
fell out and came back to life. She 
lived for three more years and died 
again. As the pallbearers were carry- 
ing her casket over the rocky part of 
the path a voice from within said, “Be 
careful here, boys, I don’t want to 
have to go through all that again.” 

The only other endorsement of the 
report from the floor was offered by 
Porter Ellis, president National Assn. 
of Insurance Agents, who called it “a 
statesmanlike statement” for which 
the agents thanked NAIC. 


Urges Further Study 


Speaking for National Board, Assn. 
of Casualty & Surety Companies and 
Inland Marine Underwriters Assn., J. 
R. Berry, the board’s general counsel, 
urged further study of the report and 
the underlying information on which 
it was based. The companies should be 
given a chance to study it, he said. 
The commissioners listed six points to 
which they feel insufficient attention 
has been devoted by industry. Mr. 
Berry asked that the NBFU-ACSC- 
IMUA joint committee be allowed the 
opportunity to go over those points 
and fill in any gaps. 

It is not prejudicial to ask for more 
time, Mr. Berry declared, because the 
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legislatures in most states have ad- 
journed, and others are rushing to 
close. The report calls for drafting 
some recommended changes in the 
laws, and these drafts could be pre- 
sented at Dallas along with the report. 

Bradford Smith of North America 
supported Mr. Knowlton’s suggestion 
for a six month delay. On so serious 
an issue Mr. Smith said he hoped the 
commissioners wouldn’t close the door 
without consideration of every possi- 
ble angle. 

Adoption of the subcommittee re- 
port at this time would be a serious 
blow to the continuation of state regu- 
lation, Mr. Smith asserted. 

Barclay Shaw of National Assn. of 
Insurance Brokers observed that his 
organization has three statements on 
file with the subcommittee, one of 
them favoring no prior approval. He 
asked for more time. 


Lemmon’s View 


Anchor man on the team of object- 
ors was Vestal Lemmon, general man- 
ager National Assn. of Independent 
Insurers. He noted that it is not unu- 
sual for industry to ask for more time 
or a delay, but “never before has such 
a request had more validity.” The sub- 
committee opened six new issues, he 
pointed out, and industry needs the 
chance to go over them. 

To the contention in the report that 
no prior approval may require depart- 
ments to hire more technicians, Mr. 
Lemmon wondered whether any study 
on this had been undertaken or 
whether it might not be advisable to 
do so. 

He did not agree with the comment 
in the report that industry gave the 
once over lightly to the issue of sol- 
vency, saying “months and months” of 
study went into the NAII model bill 
submitted a year ago at San Francisco. 
One of the points taking up the most 
time and thought was the definition of 
adequate and inadequate. The bill 
was drawn with the intent of provid- 
ing for an underwriting profit. 

The report says the advocates of 
change bear the burden of proving 
their case, and Mr. Lemmon said, “We 
want to bear that burden. Give us the 
chance.” 

It isn’t in the public interest to go at 
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the issue of rates and rate regulation 
piecemeal, he added. What about man- 
datory bureau states, or states with 
uniform rates? The report says noth- 
ing of them. 

Now that the weaknesses in the no 
prior approval arguments are re- 
vealed, should the door be closed to 
that cause? Mr. Lemmon asked. He 
wondered if it were fair to shut off an 
issue so suddenly. 

As the industry people left the 
meeting of the committee on rates and 
rating organizations, the general be- 
lief was that action on the Gerber sub- 
committee report would be postponed 
for six months. Yet the committee vot- 
ed (reportedly 9 to 1) to adopt the re- 
port. Some industry people were in- 
credulous, others were amazed, and 
the rest simply surprised. These reac- 
tions were produced by the fact that 
the decision was reached so quickly 
and so conclusively and in a definite 
break with the old method of giving 
all sides their full say. No other mat- 
ter brought up at Philadelphia con- 
taining new language or any question 
indicating industry reluctance was 
acted upon. 

What prompted the rates and rating 
organizations committee to act as it 
did? There have to be a variety of rea- 
sons, among them such influences as 
the outburst of Commissioner Hunt of 
Oklahoma against Washington influ- 
ence or pressuring tactics by industry; 
the pointed comments by Commission- 
er McConnell of California to the find- 
ing of the subcommittee that approval 
of rate filings is not dominated by po- 
litical pressures (how could such a 
finding be voted against?); the fervent 
plea by Commissioner Smith of Penn- 
sylvania in the executive session that 
the NAIC take a stand and take it affir- 
matively and promptly. 

Those could have been immediate 
causes, but there were at work also 
such influences as the pre-disposition 
of the subcommittee members to up- 
hold state regulation as it is and to 
take no lip from Washington about how 
state insurance departments should be 
run. The action of NAIC can easily be 
interpreted as a slap at the Kefauver 
subcommittee and the O’Mahoney-Ke- 
fauver-McHugh ideas of how a rate law 
should be written as contained in the 








Ake Brandin 

The Board of Directors of the 
Global Reinsurance Company, To- 
ronto, has appointed Mr. Ake 
Brandin a Manager of the Com- 
pany. 

Mr. Brandin joined the Global Re- 
insurance Company in March, 1959, 
as Assistant Manager. Before that 
time Mr. Brandin headed the Ex- 
cess of Loss Department of the 
Swedish Atlas Reinsurance Com- 
pany of Stockholm, Sweden. 
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Rolf R. Kern 


The Board of Directors of the 
Global Reinsurance Company, To- 
ronto, has appointed Mr. Rolf R. 
Kern a Manager and Secretary- 
Treasurer of the Company. 


Mr. Kern joined the Company No- 
vember, 1958, and became Assistant 
Manager in October, 1959. Mr. 
Kern has been in the Reinsurance 
business since 1957, before which 
time he was employed in Market- 
ing Research. 





legislation introduced for the District 
of Columbia. It also could be interpret- 
ed as an attempt to prove that the 
state insurance commissioners don’t 
have to be led around by the nose by 
industry on any issue—in fact, the 
more important the issue, the less nose 
work. 


Indicates Convictions 

The idea that some members of the 
subcommittee and the parent commit- 
tee were pre-disposed to vote for prior 
approval could also indicate their es- 
tablished conviction that this is the 
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best way, the most effective way and 
the safest way to regulate rates. 

One theory that was advanced was 
that the parent committee didn’t want 
to hurt the feelings of Mr. Gerber and 
the members of his subcommittee, and 
so swallowed the report whole. This 
seems the least credible of all theories, 
because the simple expedient in such 
a situation is simply to defer the ac- 
tion for six months. 

National Assn. of Independent In- 
surers and the National Board-Assn. 
of Casualty & Surety Companies-In- 
land Marine Underwriters Assn. en- 
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When faced with the opportunity to underwrite 
an unusual liability risk, successful producers 
from coast to coast have developed the habit of 
contacting Central Casualty Company —— or one 
of our conveniently located General Agents — 
for experienced counsel and practical assistance. 
Prompt quotations? Of course! Find out how our 
experience in handling out-of-the-ordinary liabil- 
ity risks can help you toward a substantial share 
of this profitable business. 
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dorsement of no prior approval stems 
from different reasons. The NBFU- 
ACSC-IMUA reasoning comes from 
the realization that the bureaus have a 
more difficult time of getting a rate in- 
crease than individual independent 
companies. One question that the 
NAIC action leaves unanswered is 
what happens to the bureau the next 
time it asks for more rate and is turned 
down? The bureau has been losing 
members for this reason in the past, 
and it can only be anticipated that the 
membership loss will be accelerated if 
this situation doesn’t improve. Carry- 
ing this to its logical conclusion, the 
bureaus will cease to have any signifi- 
cance except as a filing agency for 
the smaller companies that can’t af- 
ford to get into rate making on their 
own, most companies will be filing in- 
dependently in such mass as to force 
the departments either to adopt no 
prior approval by default or throw 
such a block into all filings that the 
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federal government will take a re- 
newed and vigorous interest. 

It is certain that the decision made 
in Philadelphia last week does not put 
an end to the rate regulation problem. 
The issues aren’t going to be decided 
on such peripheral matters as devia- 
tion amendments and aggrieved party 
clarifications. 

It almost seems impossible that the 
question of prior approval vs no prior 
approval could be decided once and 
for all as apparently was the idea last 
week. Lurking in the background is 
the proposed rating law for the Dis- 
trict of Columbia, the watchful eye of 
Donald McHugh, the yet to be heard 
moans and bleats of quite a number of 
company men and trade association 
leaders, and the danger, despite the 
official denial, that political pressures 
will, some way or another, exert 
enough influence on a rate filing 
somewhere to bring the issue to a boil 
once more. 





NAIC Ends Meeting In Bustle Of Reports 


(CONTINUED FROM PAGE 1) 


last week. By taking action in June 
and getting word to the companies 
promptly, it is anticipated that all 
parties will be on notice and have an 
answer ready when the statements are 
filed. 

There was a large attendance, about 
1,000 persons, at the Philadelphia 
meeting. From the standpoint of plan- 
ning and organization, it was one of 
the best NAIC has had. Reports were 
printed with dispatch and distributed 
through three outlets. This latter fea- 
ture allowed everyone to keep up to 
date with a minimum of effort or con- 
fusion. The arrangements committee 
was geared for more than it had to 
handle, and consequently the degree 
of organization was all the more re- 
marked upon. 


Social Events Successful 


The social events were run off 
smoothly and successfully, beginning 
with a reception Sunday evening. The 
official program called only for this 
reception and a banquet the following 
evening, but there were numerous pri- 
vate affairs including a reception by 
Walter L. Hays, president American 
Fire & Casualty of Orlando, for the 
NAIC president and a buffet lunch- 
eon sponsored by National Assn. of In- 
surance Agents for commissioners and 
invited guests. 

Provisions were made for full-time 
entertainment of the ladies and 
transportation and tickets were read- 
ily available for plays and tours in the 
Philadelphia vicinity. 

Wires were received from two invit- 
ed guests to the Philadelphia meeting 
who could not attend—J. Edward Day, 
postmaster general and former IIli- 
nois director, and Donald McHugh, 
counsel to the Senate subcommittee 
on anti-trust and monopoly. Commis- 
sioner Ralph Apodaca of New Mexico, 
tied up with legislative chores, could 
not attend and sent his regrets, and 
best wishes were received from for- 
mer Commissioner William E. Sulli- 
van of Washington, who is now on a 
tour of Ireland. 

Donald Knowlton of New Hamp- 
shire, reporting as chairman of the 
preservation of state regulation com- 
mittee, said it is understood that Sen. 
Thomas J. Dodd of Connecticut will 
take over direction of the insurance 
aspects of the Senate subcommittee on 
anti-trust and monopoly. Hearings 
probably will be resumed during the 
summer, and one of the subjects un- 
derstood to be in line for study is sur- 


ety bonding. Also reported to be on 
the subcommittee’s agenda are compe- 
tition in the A&H field, mergers, and 
regulation of mail order companies. 


Reviews Progress 


The unauthorized insurance com- 
mittee held an executive session and 
reviewed progress to date. Drafting a 
model law for the regulation of sur- 
plus line insurance has occupied this 
committee for more than a year. The 
subject is controversial. The report 
states a fourth draft of a model bill 
will be promulgated by Oct. 1 and dis- 
tributed to all commissioners and oth- 
er interested parties so that hearings 
may be held prior to the Dallas meet- 
ing. 

The examinations committee, on the 
recommendation of Gerber of Illinois, 
will begin development of a specific 
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program and procedure for examina- 
tion of advisory organizations. 

William H. Loeb, assistant commis- 
sioner of the U. S. Treasury Depart- 
ment, appeared twice before the 
NAIC, at the meeting of the federal li- 
aison committee and at the final 
meeting of the executive committee. 
His problem has to do with the prac- 
tice “of certain U. S. insurers in rein- 
suring with directly or indirectly 
wholly-owned alien insurers.’ The 
Treasury Department, Mr. Loeb re- 
ported, questions whether such con- 
tracts are bona fide, whether the rein- 
surance premiums should be allowed 
as a deductible expense, and whether 
credit should be allowed for such re- 
insurance. He invited the cooperation 
of NAIC in delving into these issues, 
revealing in his second appearance 
that he had thought originally the 
problem involved only the life compa- 
nies, principally credit, but that he 
learned during the meeting that it also 
goes into casualty. 


Inimical To Sound Insurance 


When he appeared before the exec- 
utive committee, Mr. Loeb said he is 
“convinced the practice of ceding re- 
insurance to shell-type alien subsidi- 
aries is inimical to sound insurance 
practices, if it is not downright dis- 
honest.” It has been indicated to him, 
he said, that NAIC believes it can 
solve the problem under state laws, 
and the Internal Revenue Service is 
happy to have such cooperation. 

NAIC members will be sent infor- 
mation detailing a plan by which the 
insurance departments may obtain in- 
formation about such reinsurance con- 
tracts so that they may work with the 
Internal Revenue Service. 

George Mahoney of Maine presided 
with his customary charm over the 
meeting of the fire, marine, casualty 
and surety committee. He noted that 
“all the meaty subjects have been tak- 
en away from us and given to the 
committee on rates and rating organi- 
zations,” but he nevertheless by persis- 
tence and good humor managed to drag 
from reluctant members of industry a 
few comments on insurance on rented 
autos, sonic boom and nuclear energy 
insurance, and possible non-concur- 
rency on risks using PIP forms. 

Paul Hammel of Nevada presented 
the problem of rented cars. He pointed 
out that the contract the auto lessee 
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signs contains so many exclusions 
(such as only the person signing the 
contract may drive the car, leaving 
the spouse uninsured in case of acci- 
dent) that his department has been 
receiving complaints regularly. He 
wanted advice. 

Somewhat the same problem came 
up in Maine, Mr. Mahoney said, where 
the rental agencies were having the 
driver’s coverage apply if he had any, 
so he had a bill enacted putting an 
end to the practice. The cooperation of 
the motor vehicle commissioner is 
necessary, he added. 

William Scott of Alaska reported 
much the same trouble. Any violation 
of a motor vehicle law voids coverage. 
The insurance isn’t worth much in 
such circumstances, he commented. 

At the request of Mr. Mahoney, El- 
mer Twaits of National Bureau ex- 
plained that the bureau manual calls 
for 21% times private livery rates for 
coverage on a car owner and lessee, 
and 1% times for the owner only. 
That, Mr. Mahoney declared, shows 
why the driver’s coverage is being 
brought into play. 

Mr. Hammel suggested a subcom- 
mittee be appointed to study the mat- 
ter, and Sears of Maryland made the 
appropriate motion. A new subcom- 
mittee will be appointed. 


Sonic Boom Discussed 


Sonic boom, a subject on which Mr. 
Mahoney has kept NAIC followers 
well informed, was brought up to date. 
Asked about availability of new cov- 
erages in this area, Kent Parker of In- 
ter-Regional Insurance Conference said 
IRIC has recommended a special EC 
endorsement for commercial proper- 
ties which will be all-risk (with the 
necessary exclusions) but will include 
sonic boom. 

Some commissioners and producers 
are still disappointed, however, Mr. 
Mahoney said, that sonic boom can’t 
be bought at some price for those risks 
not otherwise eligible. No sonic boom 
coverage, as such, is being offered. 

Barclay Shaw of National Assn. of 
Insurance Brokers made the same ob- 
servation. The brokers feel the cover- 
age should be available to all. 

Some charges of monopoly have 
been made in connection with nuclear 
energy insurance. Mr. Mahoney called 
upon Ambrose Kelly of the Factory 
Mutuals for comment. 


There is no monopoly in this field, 
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Phone JA 6-6671 > 
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Hull and Liability Coverage 


e@ CROPDUSTING AIRCRAFT | 
(Finest Facilities Available) — - 
@ HELICOPTERS e@ FLYING CLUBS 
@ PRIVATE AIRCRAFT 
@ INDUSTRIAL AID AIRCRAFT 
e Y COMMERCIAL AIRCRAFT 
e ALSO, PILOT ACCIDENT INSURANCE 








Whatever your Aviation problem, contact 


CRUMP LONDON UNDERWRITERS, 1c. 


¢ P.O. Box 338 
Memphis, Tennessee 


Mr. Kelly asserted. There are syndi- 
cates for writing property and liabili- 
ty coverages, but any individual in- 
surer can write this business on any 
basis an insurance department will 
approve. The only rating organization 
for nuclear risks is Nuclear Insurance 
Rating Bureau (with both stock and 
mutual members), but it will make 
rates for any qualified party request- 
ing them. 

Robert Taylor of NIRB reported 
81 nuclear risks; 26 nuclear transpor- 
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tation risks, and 48 radioactive con- 
tamination risks. 

As to PIP non-concurrency, Mr. Ma- 
honey cited a situation with Maine 
state properties in which companies 
filed deductibles different from what 
New England Rating Assn. filed. He 
was puzzled by this, but Kent Parker 
explained how it is possible. He said 
this is not true non-concurrency and 
would not produce problems at the 
time of loss. 

The accident and health commit- 








can surely help yours. 





WRITE FOR YOUR FILE FOLDER 
of credit insurance information, specially compiled for 
general agents and brokers. ACI national advertising, in 
leading publications like Business Week and The Wall Street 
Journal, tells readers to ‘‘call your insurance agent.’’ Be 
ready for their calls. Write AMERICAN CREDIT INSURANCE, 
Dept.36, 300 St. Paul Place, Baltimore 2, Md. 
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COMPLETE YOUR PORTFOLIO of protection by 
recommending American Credit Insurance to your clients. 
They need commercial credit insurance. . 
ing efficiency, sounder financial management. An ACI policy 
can help their business in a dozen vital ways. Its commissions 
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tee, which a few years ago was the big 
show at NAIC meetings, held an un- 
eventful session with Deputy Commis- 
sioner Ralph R. Cadle presiding for 
Zack D. Cravey of Georgia. The only 
bothersome item was the definition of 
“hospital.” A subcommittee will be 
established to study this, and another 
subcommittee will be established to 
study the relationship of podiatry with 
the insurance industry. 

By reason of the dispatch with 
which most items on the agenda were 
sent either to oblivion or Dallas, the 
commissioners found it possible as 
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the week wore on to shorten the sched- 
ule of events and wind up their affairs 
on Thursday. This involved holding a 
meeting of the executive committee 
and an open and a closed plenary ses- 
sion in quick succession. 

The executive committee was urged 
by Superintendent Thacher of New 
York to establish a special committee 
to look into the problems of state su- 
pervisory agencies and all segments of 
insurance in the event of a general 
war, including mass nuclear attack. 
Mr. Thacher, in a letter to Chairman 
Hayes of the executive committee, 
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FIRE STATE AGENT— 
CALIFORNIA ! 
Unlimited opportunity for experienced man who | 
can operate effectively with a minimum of su- | 
pervision. You must have 3-5 years Fire Inspec- | 
tion Bureau experience plus some Multiple Line | 
Field experience. Under 40. Aggressive A+ 
company introducing unique program in Cali- 
fornia. Headquarters: L. A. area. Our employees 
know of this ad. Send resume and picture to 
Box Y-94, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. ! 
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CLAIMS MANAGER 


Large interstate motor carrier seeking 
qualified claims manager. Knowledge of 
bodily injury, property damage, workmens 
compensation important. Excellent position 
for qualified individual. Give experience, 
salary required and small photograph if 
possible. Write Y-87, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








ATTORNEY 


Progressive mid-west multiple line insurance 
company needs an experienced attorney to su- 
pervise cases in litigation, participate in lim- 
ited court-trial work and also assist in manage- 
ment of branch office claims operation. Appli- 
cant should have casualty insurance experience 
and be familiar with Minnesota insurance laws. 
Potential growth of company offers further per- 
sonal advancement beyond present opening. 
Salary commensurate with experience. Please 
submit complete personal and experience re- 
sume to Y-96, National Underwriter, 175 Ww 
Jackson Blvd., Chicago 4, Ill. All replies will 
be held in strict confidence. 





Commercial Sales Representatives 
Progressive multiple line stock company, national 
with California Home Office, has opportunities 
for several direct writing salaried representa- 
tives. Desire experienced men, age 25-40. Col- 
lege and U (complete or working on) 
preferred. Excellent salary and fine profit-shar- 
ing plan. Please furnish complete resume. Write 
to Y-54, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 











MOBILE HOME SPECIALIST 


wanted to head division of The Resolute Insur- 
ance Companies, Hartford, Connecticut. Man 
employed will have extensive experience in in- 
surance coverages written in connection with 
mobile home time sales, including mobile home 
physical damage and credit life and credit 
accident and health. Send your resume in con- 
fidence to Val T. Jones, Vice President, Resolute 
Insurance Compani Resolute Building, Hart- 
ford 3, Connecticut. 











AVAILABLE—SALES MANAGER 
15 years experience Multiple line—including life. 
Also claims & Underwriting background. Under 
age 40. Willing to relocate. Presently success- 
fully employed. 
Write Y-88, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 








AVAILABLE—REGIONAL MANAGER 


Age 41, married, four children. 17 years expe- 
rience casualty and fire with stock company, 
mutual company, and a direct writing co. 
Capabilities: management, production, field 
knowledge, underwriting & claims. Available for 
a management position. Write Y-90, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 








BROKERS AND AGENTS WANTED 


in Illinois for all casualty lines but in other 
states Surplus Lines including Medical Pay for 
assigned Risks, Burglary, Hold-up, Physicians, 
Dentists, Beauty Parlor Malpractice, all forms 
of O. L. & T. and Public Liability, also Auto 
Physical Damage. Write Better Markets, Y-92, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 





“SPECIAL AGENT”’ 


Well est. midwestern multiple line co. rated 
A+; AAAA-+ with affiliated direct-bill auto & 
life Co.s seeks special agent to develop Agcy. 
plant in Harrisburg, Pa. area. Exc. salary & 
incentive bonus. Prefer man Harrisburg vicinity. 
Send full particulars to Personnel Dept., Ameri- 
can States Ins. Co., Box 1636, Indianapolis, Ind. 








EXCELLENT OPPORTUNITY to become asso- 
ciated with a midwest Professional Reinsurance 
Company. A college man 25 to 40 with basic 
underwriting and production experience in mul- 
tiple lines, principally fire. Replies confidential. 
Write to Y-73, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








CASUALTY MANAGER 


Mid-Western Company is interested in an ex- 
perienced Casualty man with progressive ideas 
to set up general casualty department. Excellent 
opportunity to grow with us. 

Address Box Y-97, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ilinois 





FIRE CLAIMS SUPERVISOR 


Multi-line mutual agency company with Home 
Office in lowa needs Fire Claims Supervisor to 

ge all company fire losses. Must have abil- 
ity to develop procedure manuals for fire ad- 
justers and train branch office casualty adjusters 
on fire methods. Should be aggressive, imagina- 
tive. Salary open. Reply in confidence giving 
experience details to Box Y-98, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, IIl. 











EXECUTIVE INSURANCE 
ACCOUNTANT AVAILABLE 
Fire and Casualty company controller with 
experience in agency, public accounting, 
IBM systems and procedures. Age 35. 
Write Y-99, National Underwriter, 175 W. 

Jackson Blvd., Chicago 4, Ill. 











A FEW AGENCIES AVAILABLE 


with stock casualty company in Illinois. Below 
Manual rates on most lines including automo- 
bile—Surplus Lines outside IIlinois—Only reli- 
able persons or firms considered—reply will be 
kept confidential. Write to Y-93, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 








MANAGER 


Our multiple line stock company has opening 
for a service office manager in Milwaukee. We 
are interested in a man with broad multiple 
line experience in Southeastern Wisconsin. Please 
give details of experience in reply to Z-I, The 
National Underwriter, 175 West Jackson Blvd., 
Chicago, Ill 








pointed out that the national plan for 
civil defense and defense mobilization 
apparently gives little consideration to 
insurance. The letter outlined four 
main areas to be considered. 

Mr. Thacher supplied another exec- 
utive committee item, a check for 
$3,732, the balance remaining from the 
midyear meeting in New York, which 
he suggested be used for expansion of 
the activities of the executive secreta- 
ry’s office. The executive committee 
referred this suggestion to the sub- 
committee for the study of operations 
and financing of the executive secre- 
tary’s office and this subcommittee 
will report six months hence. 


Fire And Wind Still 
Pounding Insurers 


(CONTINUED FROM PAGE 1) 
including EC) loss ratio 10 points 
above 1960. 

Good risks are burning, risks which 


the insurers would write again tomor-, 


row. The same classes are burning 
that burn any time—there is no un- 
usual trend in this respect. Restau- 
rants are burning, but they always did. 


Lumber yards go up in smoke. A fac- . 


tory at Ayer, Mass., burned down 
quite recently—the total loss is said 
to be $4 million. New York City has 
an unusual number of commercial 
and industrial fires and a high total 
of insured loss. The risks are consid- 
ered of prime quality. 


Colorado Hail Loss 
Near $2.5 Million 


Damage from hailstorms which pep- 
pered Colorado June 1 and 3 has been 
estimated at $2,450,000 by General Ad- 
justment Bureau. Nearly 20,000 claims 
are expected. 

National Board has assigned catas- 
trophe serial No. 25 to the June 1 storm 
which hit Denver and Pueblo. Roof 
damage at Denver was moderate and 
damage to glass and siding was light. 
There will be some claims involving 
neon signs, metal awnings and trailers, 
although automobile damage was neg- 
ligible. Total loss at Denver will run 
just under $1 million, and the break- 
down of expected claims is as follows: 
Dwellings, 9,000 losses, averaging $100; 
mercantile, 200 losses at $300; and 
trailers, 250 losses at $100. 

At Pueblo, many roofs were total 
losses, but glass and siding damage was 
slight. The second storm, on June 3, 
was of less damaging proportions. Total 
loss for both storms was $1,465,000: 
Dwellings, 8,500 claims, averaging $150; 
mercantile, 500 claims at $200; neon 
signs, 200 claims, $50; and automobiles 
and trailers, 800 claims, $100. Adjusters 
are segregating the damage according 
to dates. 

GAB has set up storm offices at 
Denver under R. J. Monger and at 
Pueblo, supervised by William Carter. 


Mutual Insurance Rating Bureau 
has moved from 111 Fourth Avenue, 
New York, to 733 Third Avenue. 





Field Representative 


Large stock agency group has opening 
for a man at Peoria with Multiple Line 
experience. Excellent opportunity. Salary 
open. Write: Z-2, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FLORIDA FIELDMAN 
Aggressive, fast-growing multiple-line insurance 
company seeking top-notch man for develop- 
ment of Florida field. All tools provided for 
expansion of present plant. Top salary and in- 
centive based on results. Unlimited opportunity 
for right man. Send complete resume in con- 
fidence to Box Y-95, The National Underwriter 
meee. 175 W. Jackson Boulevard, Chicago 
4. Illinois. 
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Hope To Solve Low 
Value Dwelling 
Insurance Problem 


(CONTINUED FROM PAGE 1) 
employed, the insured who paid $2 for 
$1,000 of coverage would pay $7.60. At 
the old 20 cent rate, $5,000 of coverage 
would cost $10, and under the new plan 
the cost would be $7 plus $3, or $10 al- 
so. After the $5,000 level is reached, the 
loss constant factor tends to produce 
lower rates than the old method. 


Receives Term Credits 


The loss constant is charged per pol- 
icy item—building or contents—an- 
nually, although it receives the term 
credits. It varies in Tennessee from $5 
to $9.50, depending upon construction 
and town class, but it does not apply 
to EC. The following table demon- 


‘strates by unofficial example how the 


old and new plans work out: 


20 Cent 6 Cent Rate 
Amount Old Rate Plus $7 Loss 
of Ins. Per $100 Constant 
1,000 2.00 7.60 
2,000 4.00 8.20 
3,000 6.00 8.80 
4,000 8.00 9.40 
5,000 10.00 10.00 
6,000 12.00 10.60 
7,000 14.00 11.20 
8,000 16.00 11.80 
9,000 18.00 12.40 
10,000 20.00 13.00 


It can be assumed that the business 
will be written for three years at 2.7 
times the annual rate and that EC will 
be added. The table clearly shows, bear- 
ing in mind that this is not a bureau 
example, that the plan, because the 
amount of loss is generally constant re- 
gardless of the amount of insurance, 
would tend to produce a loss ratio by 
amount of insurance more in line with 
what should be expected. If the loss 
is going to average, say, $600 whether 
$1,000 of insurance is carried or $10,- 
000, the bureau feels the rate should be 
laid out with this in mind. 


Increases In Proportion 


Another study by one of the fire 
companies discloses that insurance to 
value generally increases in proportion 
to the amount of the policy: Insured 
with 0 to $2,500 of coverage were found 
to be 54.2% insured to value, with the 
percentage ascending in $2,500 amounts 
to 80.9% at the $10,000 level and to 
87.4% in the $10 - $15,000 bracket. 

Because the new Tennessee dwelling 
schedule provides for adding more in- 
surance in the same policy on the same 
items, using only rate increments, it is 
possible to double or triple the amount 
of insurance at considerably less than 
double or triple the premium cost. This 
should encourage an increase in the 
percentage of insurance to value. 


Barrett Is Winner Of 


Anglo-American Award 


William P. Barrett of Albert Willcox 
& Co. has won the Anglo-American 
Fellowship Award of Agency Mana- 
agers Ltd. The award, consisting of a 
six-week, all expense-paid trip to Lon- 
don to study the British reinsurance 
market, was announced at the closing 
exercises in New York of the school of 
Insurance Society of New York 
through which the contest is con- 
ducted. 

Honor awards made at the exer- 
cises went to Maurice D. Sabbah, 
Public Service Mutual, for insurance 
accounting; Roger S. Hamawi, Inter- 
national Adjusters Ltd., for ocean mar- 
ine and Daniel Giesler Jr., Home, for 
general insurance. Mr. Giesler also teok 
the plaque for superior academic ac- 
complishment. 
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N.C. Security Fund Dead, 
No-Deviation Bill Gains 


The North Carolina house insurance 
committee unfavorably reported the 
bill that would have established a 
$750,000 security fund for auto liabili- 
ty insurance. Commissioner Gold sup- 
ported it. It is regarded as unlikely 
that any move will be made to bring 
back the bill since the legislature is 
closing. 

The bill to prohibit auto liability in- 
surance deviations, however, passed 
the house with little opposition. North 
Carolina Assn. of Insurance Agents 
sponsored the bill. Opposition was 
voiced from the 10 insurers that devi- 
ate on this line in North Carolina. 

The house insurance committee fa- 
vorably reported two bills passed by 
the senate. One would limit the 
amount of credit A&S to the size of 
the amount of debt due. The other 
measure would create a health insur- 
ance advisory board. 


Public Hearing Held 


The public hearing on the no-devia- 
tion in auto liability rates bill in 
North Carolina on May 31 drew a 
packed house. Both agents associations 
in North Carolina have supported the 
bill and Commissioner Gold appears to 
favor passage. Mr. Gold has favored 
merit rating for some time. He appar- 
ently feels this bill will give him the 
legal basis he needs to establish uni- 
form merit rating. 

American Mutual Insurance Alli- 
ance and Assn. of Casualty & Surety 
Companies had representatives at the 
hearing who spoke against the bill. The 
leading spokesman for the opposition 
was B. C. Mangum of Farm Bureau 
Mutual. 

Commissioner Gold spoke briefly 
about the fact that under the present 
law only a demerit system was thought 
to be advisable. He pointed out that 
in his opinion the new bill would 
make a merit rated program not mere- 
ly permissible but mandatory. 

William Webb, Statesville, North 
Carolina, an agent and past president 
of North Carolina Assn. of Insurance 
Agents, presented the bulk of the case 
for the bill. 


New Book On Stewart Hopps 


A new book on the insurance career 
of Stewart Hopps has been announced 


CADILLAC ASSOCIATES, INC. 
Insuranee Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


@ Employers call on us in their search 
for EXECUTIVE Personnel. 


e Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 

H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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by Piver Publishers, Box 206, Sausalito, 
Cal. Entitled “The Private Files of 
Stewart B. Hopps,” the book, written 
with the cooperation of Mr. Hopps, de- 
votes considerable space to the back- 
ground of the SEUA decision. Price 
$4.50. 


Forcier Back To NAIA 
As Ad Coordinator 


Valmore H. Forcier is joining Nation- 
al Assn. of Insurance Agents as adver- 
tising coordinator. In his activity in 
connection with the Big I campaign 
he will work with the NAIA adver- 
tising committee and with James R. 
Mathews, assistant executive secre- 
tary and director of advertising and 
public relations. 

Mr. Forcier was an auditor before 
establishing an insurance agency in 
Danielson, Conn., in 1940. He became 
president of Northeastern Assn. of In- 
surance Agents and of the Connecti- 
cut association, serving as state national 
director of the latter for three years. 
In 1959 he was on the executive com- 
mittee of NAIA. Mr. Forcier left the 
agency ranks that year to join Insur- 
ance Federation of New York as execu- 
tive secretary, his most recent position. 


Insurance Women To Meet 
At St. Louis, June 18-22 


National Assn. of Insurance Women 
will hold its 20th annual convention at 
St. Louis June 18-22, the theme being 
“Yesterday Riverboat—Today Space 
Ship.” NAIW President Roberta L. 
White, field assistant home office 
agency department Aetna Casualty, 
will preside at the business sessions. 
She is a CPCU. Kay Lavin of St. Louis 
is general convention chairman. 


Forrestal To Speak 


Among the speakers will be D. J. 
Forrestal, director of public relations 
Monsanto Chemical Co.; Louis H. An- 
toine, resident vice-president of 
American, who will speak on public 
safety at the luncheon June 20, and 
Cylvia A. Sorkin, lecturer, who will 
address the banquet June 22 on “Your 
Personality Is Showing, Madam.” 

In addition to the regular conven- 
tion activity, two post convention 
tours have been arranged for those 
who include a vacation in their plans. 
One will be a week-end trip to Arrow- 
head Lodge, Lake of the Ozarks. The 
other will be of a week’s duration and 
include a visit to scenic highlights of 
the Ozarks, covering three states. 


Minnesota wc Bills Die 


As Legislature Adjourns 

ST. PAUL—Workmen’s compensa- 
tion benefits in Minnesota will remain 
unchanged the next two years, since 
the legislature adjourned its extra 
session without taking final action on 
compensation bills. 

In the regular session, the liberal 
house had before it a bill calling for 
substantial increases in weekly bene- 
fits and in death payments, and a 
senate bill provided for only moderate 
increases. However, more important 
legislation crowded out the bills in the 
extra session. 

National Assn. of Insurance Agents’ 
executive committee will meet at 


Washington June 22-24. Automated 
agency accounting and the Big I cam- 
paign will be am the agenda. NAIA 
has gone on record in support of the 
bill in congress to forbid auto manu- 
facturers from financing and insuring 
the sale of their products. 


N. Y. Ponders Future 


Conn. General Move 

The New York department and the 
state attorney general are reportedly 
planning no further action at this time 
on the Connecticut General decision by 
the New York court of appeals, the 
state highest tribunal. The attorney 
general’s office indicated that it has 
from 30 to 60 days to decide what final 
legal steps to take. The office said it 
would use the full time limit before de- 
ciding whether to seek a reargument. 

A department spokesman said that 
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no applications or inquiries have been 
received to date from out-of-state life 
companies. 

State Supreme Court Judge Spector 
has signed a new order directing Su- 
perintendent Thacher to sanction in- 
vestments by life companies in the fire 
and casualty business. 


OK New Insurer Stock Sale 

Association, Business & College Ins. 
Co. of Los Angeles has been author- 
ized to sell 15,200 shares of $10 par 
stock at $20 a share. The company 
plans to write disability. 





Avert Wiitcox & CO. inc. 


ESTABLISHED 1916 


Reinsurance Planned and 
Negotiated - Admitted and 
Foreign Market Facilities 


Facultative - Treaty - Excess of Loss 
Fire - Marine - Inland - Casualty 


99 JOHN STREET, NEW YORK 38, N.Y. 
11 PRYOR STREET, ATLANTA 3, GA. 
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Three years before Morse sent 


THE FIRST TELEGRAM 


The Camden Fire Insurance Association had been operat- 
ing for three years when S. F. B. Morse wired his famous 
message, “What hath God wrought?” from Baltimore to 


Today, on our 120th anniversary, we salute the thousands 
of independent insurance agents from coast to coast who 
have helped make this occasion possible. 
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Independent Program” For 


and | 
Rings Up Profits For Producers! 


Here are just a few of many competitive features: 


* SIMPLICITY...in language, format, selling 
and processing; 


* EASE OF RATING...sharp reduction of 
commodity and territorial classifications per- 
mits easy reference and rapid rating; 


* BROADER COVERAGE (not available in 
other forms) ...$250 money and securities 
coverage in basic contract . . . Business Inter- 
ruption coverage available, with weekly 
indemnity for total shutdown; 


* FLEXIBILITY...many other options avail- 


able under the contract permit adaptation of 


coverage to specific needs. 


GREAT AMERICAN ° 


FIRE «+ MARINE © AUTOMOBILE «+ 


CASUALTY °« 


The Storekeepers Form, designed for the small 
and medium-sized risk, is basically self-con- 
tained. For most risks, can be rated, quoted, 
written and delivered at point of sale by 
Agency, without awaiting Company issuance. 
Snap-out, carbonized policies facilitate han- 
dling and reduce expense. 


The Merchants Form is rated and written by 
Company. Affords wide flexibility, permits 
tailored coverage to meet special complex 
needs of the larger mercantile risk. 


This dynamic program is geared to help pro- 
ducers tap the desirable market for Store- 
keepers and Merchants coverage. For further 
information, clip and mail the coupon below. 


* Not available in every state. 
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INSURANCE COMPANIES 
AMERICAN NATIONAL FIRE 







Great American Group | 
or ) 
Ynsurance Companies J 
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SURETY 


| TO: Great American Insurance Company 
99 John Street, New York 38, N. Y. 


Clip and mail this coupon now... 
if you would like more information 





about our Independent Program 


(Name of Agency) 





for Storekeepers and Merchants. 


(Street & Number) 





(City & State) 
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